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COVER LOTS OF GROUND AT CHICAGO MEETING 





—_"- 


Society of Actuaries at its western 
spring meeting in Chicago last week 
waded intently through a variety of 
pertinent topics and explored the prob- 
jems that the life actuary today. Dis- 
cussion was lively and participation 
in it waS unusually great. Interest was 
so keen that many speakers willingly 
limited their remarks so all important 
material could be covered during the 
two-day meeting. 

Attendance exceeded 400. Some 35 
actuaries who were on hand June 6 at 
Chicago for a Fraternal Actuarial Assn. 
meeting stayed over June 7-8 for 
the spring meeting of Society of Actu- 
aries. 

William M. Anderson, North Ameri- 
can Life of Toronto, society president 
opened the meeting and vice-presidents 
Victor E. Henningsen, Northwestern 
Mutual Life, and Henry F. Rood, Lin- 
coln National Life, presided. 

In discussing the trend in many 
companies toward increasing the max- 
imum amounts of insurance issued to 
individuals, actuaries indicated that 
until recent years the question was 
more theoretical than real. Today 
smaller companies as well as the larg- 
er frequently receive applications for 
amounts which would not normally 
have been considered only a few years 
ago. E. A. Dougherty, Union Central, 
suggested that since the whole economy 
is inflated, applications for insurance 
of from $100,000 to $1 million do not 
seem as large as formerly. Companies 
are in a much more confident mood 
today and gladly entertain such appli- 
cations, he said. Reasons for this con- 
fidence may be that financial anti- 
selection at issue is less evident, that 
there is more statistical experience 
available to support safety and medical 
selection facilities are continually im- 
proving. 

C. A. Ormsby, Connecticut General, 
stated that the trend toward adopting 
issue limits which exceed retention 
limits by increasingly larger amounts 
was especially marked. He suggested 
that one reason for this might be the 
greater realization on the part of man- 
agement of smaller companies that 
the cost to reinsure is now nominal in 
many instances. Other factors are the 
greater influence of the sales point of 
view in the management of many com- 
panies and the general improved sur- 
plus position. + 
W. A. Merriam, Metropolitan, and 
other speakers stressed that competi- 
tion between companies was perhaps 
one of the most important reasons for 
setting larger issue limits. Increasing 
inflation, higher dollar incomes, and 
higher taxes have led to greater re- 
quirements from the public for larger 
policies. 

R. T. Jackson, Phoenix Mutual, ex- 
plained that his company’s issue limits 
were not graded by age, the top limit 
being available at all ages from age 0 
to 70. Modern tax laws seem to create 
legitimate demand for substantial 
amounts of insurance at the higher 
ages especially, and he indicated that 
careful underwriting could distinguish 





Actuaries Discuss Guaranteed Issue, 
Group, A&S, Underwriting Trends 


such cases from the purely speculative 
case. 

G. W. Wilson, Sun Life of Canada, 
said that the basic consideration in 
determining a company’s maximum re- 
tention is the relationship between this 
limit and the expected gain from mor- 
tality. He also suggested that potential 
settlement option liability under large 
amount issues is an important factor. 
This is especially important if a high 
proportion of reinsurance is involved, 
because normally the settlement op- 
tion liability accrues to the issuing 
company. 

Recent changes in the limits of in- 
surance that will be issued without 
medical examination, especially above 
age 35, were discussed by S. L. Eisner, 
Prudential, J. E. Hoskins, Travelers, 
D. J. Van Keuren, Metropolitan, N. F. 
Buck, Lincoln National and H. M. Sara- 
son, consulting actuary. 

The rising costs of medical examina- 
tions, the greater convenience to the 
field man, and the increasingly favor- 
able mortality experience are the ma- 
jor reasons for increases in these non- 
medical limits. The extent to which 
the limits are raised depends on sev- 
eral factors, one of the most important 
being a measure of the excess mortality 
cost that can be absorbed by the sav- 
ings from eliminating the medical ex- 
amination. Most speakers emphasized 
that the experience of their companies 
does not warrant the extension of non- 
medical selection to the higher issue 
ages. Usually age 40 or 45 is the top 
age limit and the limit of amount at 
these ages is somewhat lower than at 
younger ages. 

Discussing the problems that arise 
in underwriting of major impairments 
accompanied by other impairments 
which by themselves would not call 

(CONTINUED ON PAGE 7) 
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ALA, LIA Endorse 
Bill Benefiting 
Military Survivors 


Major provisions in the Military 
Survivors Benefits bill being considered 
by Senate Finance Committee have 
been endorsed by American Life Con- 
vention and Life Insurance Assn. of 
America in a letter to Sen. Byrd of 
Virginia, committee chairman. 

ALC and LIA endorsed these pro- 
visions in the bill: Full contributory 
OASI for military personnel, with im- 
Mediate insured status, recognition of 
differences in service pay in comput- 
ing dependency and indemnity com- 
pensation, standards of parental de- 
pendency for determining eligibility 
for dependency and indemnity com- 
pensation, termination of Federal Em- 
ployes’ Compensation Act benefits for 
reservists and placing their survivors 
on an equal basis with survivors of 
regular members of the armed forces, 
termination of service except on im- 
paired lives, and efforts toward sim- 
plification and integration of the over- 
all system of survivor benefits. 


The organizations noted that the 
legislation before the Senate commit- 
tee contains principles substantially 
comparable with those in the House 
version of the bill, which the com- 
panies previously endorsed. 

Expressing concurrence with the un- 
derlying benefit plan contained in the 
bill, ALC and LIA said they would 
not comment on specific benefit levels 
to be provided by the law. They had 
earlier told the House Select Commit- 
tee on Survivor Benefits that the ac- 
tual levels are properly a matter to 
be determined by Congress. They said 
that in any benefit plan of this type, 
there should remain an area of incen- 
tive for individuals to provide supple- 
mental protection for their dependents 
through personal savings and insur- 
ance. 








Life Stocks Fall 9.5% 
in Ist 5 Months of ‘56 
Despite Sales Increase 


In the face of an average increase 
of 15% in the amount of new life in- 
surance written for the first five 
months of 1956, the market value of 
the 20 leading stock life insurance 
companies is down 9.5%, according to 
Morgan & Co., Los Angeles, specialists 
in life stocks. 

Most of the weakness in the life 
issues resulted from too much em- 
phasis on the proposed tax bill aimed 
at the “total income approach.” The 
sell-off in prices amounted to almost 
66 times the amount of the estimated 
added taxes sought. 

Now that the U. S. Treasury has 
abandoned hope for this tax legisla- 
tion in 1956 and the rate prevailing on 
1955 income is expected to be extended 
on 1956 income, Morgan & Co. looks 
for a recovery of substantial propor- 
tions in the price of most of the lead- 
ing life stocks. 


Zelle, Life of Mo. V-P, 
Goes to L.&C. of Tenn. 
To Take Agency Post 


Robert K. Zelle, former vice-presi- 
dent of Life of Missouri, has been 
named assistant 
agency vice-presi- 
dent of Life & Cas- 
ualty of Tennessee. 
The appointment 
was effective June 
1 


Mr. Zelle entered 
insurance in 1947 
and served as a 
district manag- 
er for Life of Mis- 
souri before join- 
ing the home of- 
fice agency staff 
where he was re- 
sponsible for the 
development of the company’s sales 
training program. 

A Yale graduate, Mr. Zelle did in- 
surance graduate work at the Univer- 
sity of Pennsylvania. He also‘is a grad- 
uate of the Purdue course and LIAMA 
agency management school. 





R. K. Zelle 


60th Year, No. 24 
June 15, 1956 





Final Version of 
FIC A&S Rules 
Is Promulgated 


Goes into Effect July 15, 
Largely Identical with 
Wording of Earlier Text 


WASHINGTON—Federal Trade 
Commission has officially promulgated 
its “trade practice rules for the acci- 
dent and health industry,’ effective 
July 15. There are some changes from 
the preliminary text printed in THE 
NATIONAL UNDERWRITER for April 20 
but for the most part the final version 
is identical with the earlier one. 

The heading of the announcement 
and the introductory statement by the 
commissioners make it clear that the 
rules are not limited to advertising but 
“are directed to the elimination and 
prevention of harmful acts and prac- 
tices in connection with the sale and 
offering for sale of accident and health 
insurance. They are to be applied to 
such end and to the exclusion of any 
acts or practices which suppress com- 
petition or otherwise restrain trade.” 

In the definitions section, the refer- 
ence to agents and brokers is taken 
out of the paragraph defining “insur- 
ers” and put in a separate paragraph. 
This is done to eliminate any possible 
question about an agent or broker be- 
ing considered an insurer. 


Rule 2(b) is changed to read. “It is 
an unfair trade practice for an insurer 
to use, or cause to be used, in any 
advertisement such words as ‘up to,’ 
‘as high as’ etc., in connection with 
dollar amounts payable for medical, 
hospital, surgical, or other expenses, 
or for the loss of income, unless full 
indemnification is provided in all cas- 
es up to such amounts for expenses 
actually incurred or income actually 
lost by a policyholder or there is full 
disclosure in accordance with rule 5 
of the schedule of payments for spe- 
cified expenses or loss of income for 
which the policy provides, and there 
is also a disclosure, in accordance with 
rule 5, of such other exceptions, reduc- 
tions, or limitations as may be required 
by rule 3.” 

The last part of the earlier version 
read, “. . . unless full indemnification 
is provided up to such amounts for 
expenses actually incurred, or income 
actually lost by a policyholder, or there 
is a disclosure in accordance with the 
requirements of rules 3 and 5 that the 
amount payable will be pursuant to a 
schedule of payments for specified ex- 
penses or for loss of income, and a 
similar disclosure of such other ex- 
ceptions, reductions, or limitations as 
may be required by rule 3.” 


In rule 2, there is a new paragraph: 
(f) It is an unfair trade practice 
for an insurer to use or cause to be 
used any advertisement which repre- 
sents directly or indirectly that a pol- 
icy provides for the payment of cer- 
(CONTINUED ON PAGE 16) 
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McCarter Describes 
New Plan to Decide 
Settlement Options 


A new system of determining the 
amount of annuities payable under 
life income settlement options was de- 
scribed in a paper presented by W. C. 
McCarter, Northwestern Mutual Life, 
before the spring meeting of the So- 
ciety of Actuaries at Chicago. This 
system consists of the use of a basic 
table of monthly income payments per 
unit of insurance, together with a se- 
ries of yearly adjustment factors which 
depend upon the year of settlement. 
The amount of annuity payment would 
consequently depend upon the year in 
which the insurance proceeds become 
payable, as well as upon the age and 
sex of the payee. 

The difficulty of fixing life option 
rates was pointed out by Mr. McCar- 
ter, when settlement is deferred on 
the average for 20 to 30 years after a 
policy is issued. Despite the recent 
acceleration in the rate of decrease of 
annuitant mortality, it must be ex- 
pected that even greater effects of 
recent research on heart disease and 
cancer will be felt in the future. The 
problem is accentuated by the in- 








State Mutual Raises 
Non-Medical Limit 


State Mutual Life has increased its 
non-medical maximum limit for ages 
one through 35 from $10,000 to $15,- 
000 except in Arizona, Iowa, Missis- 
sippi and Oklahoma where the statu- 
tory non-medical limit is $10,000. The 
liberalization is available to brokers 
and applies to all term plans. 


creasingly high proportion of policy 
proceeds that are being settled under 
life options. 

A new mortality table, called the 
1955 American annuity table, was pre- 
sented, together with a mortality pro- 
jection basis for use with the graded 
rate system. The table was based on 
the intercompany immediate annuity 
experience in 1948-53 for male lives. 
Rates for females are those for males 
at an age 5 years lower. 





Mutual Benefit to Hold 


Five Regional Meetings 


Mutual Benefit Life will hold re- 
gional meetings for 500 agents and gen- 
eral agents June 20-22 at Williams- 
burg, Va., June 24-26 at Saint Simons 
Island, Ga., June 28-30 at Pebble 
Beach, Cal., July 12-14 at Mackinac 
Isiand, Mich., and July 16-18 at Lake 
George, N. Y. 

The meetings, all in the same pat- 
tern, will be highlighted by introduc- 
tion of the company’s new estate 
planning film, “According to Plan,” 
which may be used alone or as part 
of the new management development 
program, “The True Security.” There 
will be discussions on sales markets, 
closing techniques, the value of Mil- 
lion Dollar Rround Table qualifica- 
tion and other topics. 

Charles G. Heitzeberg, 2nd_ vice- 
president and director of agencies, 
will present awards to leading pro- 
ducers. Banquet speakers will include 
President H. Bruce Palmer; John J. 
Magovern Jr., vice-president and coun- 
sel, and Vice-president Harry W. Jones. 
“The True Security” program will be 
discussed by Gordon Hull and Douglas 
W. Johnson, director and assistant di- 
rector of sales services, respectively, 
and Thomas J. Munn, assistant direc- 
tor of field supervision. 





Old Republic Life Insurance Compahy 
provides the most complete specialized 
credit life, accident and sickness insur- 
ance market for agents serving finan- 
cial institutions engaged in diversified 
instalment credit. Its representative 
can be of assistance to you. A phone 
call, wire or letter will bring the man 


from Old Republic to your desk with 
full details. 


Old Republic 


Life Insurance Company 
Chicago 1, Illinois 








Outstanding Sickness & Accident 
INCOME PROTECTION 


Non-cancellable, guaranteed renewable to Age 65 — at guaran- 
teed premium rates, non-aggregate, no house confinement, 
optional hospital-surgical-medical benefits. Sickness 
benefits from one year to ten years—Accident from 
two years to lifetime. (Also participating life 

insurance and all types of group insurance!) 







Expanding Business Provides Openings for Qualified 


General Agents. Full Time Representatives Only 
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CHICAGO AGENTS MEET 


Coffin Teils Need 
of Laws in All States 
to Curb Group Abuses 


Vincent B. Coffin, senior vice-presi- 
dent of Connecticut Mutual Life, told 
the annual meeting of Chicago Life 
Underwriters Assn. that the “threat 
of abuse” of mass and unlimited group 
coverage is one of the bigger and black- 
er clouds in the life industry today, 
and the best way to dispel this cloud, 
he said, is through state legislation. 

He said the industry can’t expect 
the companies to solve the problem 
because they are under pressure from 
their clients. What is needed, he said, 
is model legislation limiting group cov- 
erage in all of the 48 states. Mr. 
Coffin said it doesn’t do much good 
to limit group coverage in just one or 
a few of the states because the client 
can go over to the next state and buy 
all the coverage wanted. 

Mr. Coffin also commented frankly 
on several other clouds of the industry, 
both the silvery and the black, in his 
“sell-out” talk before more than 500 
Chicago life agents who defied a scorch- 
ing June morning to attend the break- 
fast meeting and applaud their new 
president, Dan Kaufman, Northwestern 
Mutual Life, who succeeds George 
Huth, Connecticut Mutual Life. 

Other new officers are Gerhard 
Krueger, Equitable Life of Iowa, 1st 
vice-president; Robert K. Schott, Phoe- 
nix Mutual Life, 2nd vice-president, 
and George H. Schuermann, Union 
Central Life, treasurer. 

Mr. Coffin said the variable annuity 
is a dark or silvery cloud depending 
whose commenting. With Prudential 
it’s something with a silvery lining. 
With Metropolitan Life it’s as black as 
ink. ‘Personally,’ Mr. Coffin said, “I 
don’t think the variable annuity is 
very good for you, but I do admit it 
is a highly debatable subject.” The 
real point, he said, is that the agent 
must resell himself on the advantages 
of fixed dollars. “We're skilled in sell- 
ing guarantees,” he said, “and have 
been trained for this since we were 
pups.” 





e e 6 

As for social security, Mr. Coffin 
said, the agents can expect to see a 
push for increased benefits constantly, 
both by Republicans and Democrats. 
He said social security is more popular 
than partisan. He warned the agents 
not to go around telling the public 
that social security is no good. “That’s 
the negative approach,” he said, “and 
makes you look like an ass.’”’ On the 
other hand, he suggested that agents 
educate and remind the public that 
continuing enlargement of social se- 
curity may lead to an unbearable tax 
load that will require alterations of 
the whole system in revolutionary pro- 
portions. 

By far the brightest star for the 
industry today, Mr. Coffin said, is the 
amazing public acceptance of life in- 
surance, especially since World War 
II. He said that a generation ago the 
public didn’t think one way or the 
other about life insurance. “A little 
burial insurance wes all right but that 
was about all.” A few years ago col- 
lege seniors thought selling was the 
worst of all jobs and selling insurance 
the worst phase of it. 

Mr. Coffin indicated that the 
newly-found stature and prestige of 


as 


the life agent is borne out by the fag 
that U. S. News & World Report Was 
forced to back down on its recently 
published article on insurance in which 
it plugged term insurance and, in ef. 
fect, pictured the ordinary life agent 
as a cut throat artist. This prominent 
news magazine stubbed its toe ang 
had to make amends to a business of 
tremendous stature, he said. “Tey 
years ago this would not have bee, 
the case.” 


Standard of Ind. to Build 
$1 Million Addition 


Standard Life of Indiana plans t) 
build a six-story, million dollar adgj. 
tion to its preseat home office building 
at Indianapolis. Construction is schegq. 
uled to start in the fall of 1956 jg 
struciural steel is obtainable, and com. 
pletion is set tor a year after con. 
siruction commences. 

The addition will rise up from the 
interior side of the present two-story 
U-shaped building. It will measure 5¢ 
by 96 feet, include a basement and a 
penthouse atop the 6th floor. 

According to current plans, which 
are in the preliminary stage, the ad- 
dition’s first floor will consist of , 
spacious lobby, combination auditorj- 
um and recreation room and stockroom 
space. The basement will provide ex. 
pansion of present dining room and 
kitchen facilities. Executives offices 
and board room will be on the top 
floor. The addition will be air-condi- 
tioned throughout. 

The present unit, built in 1947, was 
designed to accommodate a company 
with $100 million in force. The com- 
pany already has passed this mark al- 
though it did not expect to do so until 
1964. The addition is expected to fa- 
cilitate the growing company for an- 
other 25 years. However, President 
Harry V. Wade indicated the company 
may run out of space again before 
that time if growth pace continues 
so well. 





Berglas Becomes Partner 


in Lincoln Nat'l Agency 


The Hackman-Feustel agency of Lin- 
coln National Life at Los Angeles be- 
comes the Feustel- 
Berglas agency 
with the retire- 
ment of J. F. Hack- 
man and the ap- 
pointment of John 
W. Berglas as gen- 
eral agent. Mr. 
Hackman, with 
Lincoln National 
Life since 1925 and 
general agent at 
Los Angeles for 
the past 11 years, 
has gone to Hono- 
lulu with his wife 
for a five weeks 
vacation, and after his return will do 
personal client and pension trust work 
for the Feustel-Berglas agency. Mr. 
Berglas has considerable previous ex- 
perience as an agent, supervisor, as- 
sistant general agent and home office 
agency official. 





John W. Berglas 





Western of St. Louis Plans 
100% Stock Dividend 


Western Life of St. Louis will issue 
a 100% stock dividend effective July 1, 
increasing the company’s capital to 
$200,000. On July 1 the company will 
operate as a full legal reserve life 
company, transferring from its former 
status as a stipulated premium compa- 
ny. The company now has more than 
$21 million of life insurance in force. 





Lincoln National Life has reduced 
the premiums for its double indemnity. 
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Home Life Names Rogers 


Manager at Minneapolis 


Home Life of 
New York has ap- 
ointed Eugene B. 
Rogers manager at 
Minneapolis. 

Mr. Rogers en- 
tered the business 
jn 1946 and has 
een agency vice- 
president of Mut- 
ual Service Life 
of St. Paul. He 
has been chairman 
of Minneapolis 
Assn. of Life Un- 
derwriters and has 
served on LIAMA 
committees. 


Los Angeles CLU Elects 


Hal Van Cleve President 


Hal Van Cleve, Massachusetts Mu- 
tual Life, was elected president of Los 
Angeles CLU chapter, succeeding Jack 
O'Neill, Provident Mutual Life. John 
R. Mage, Northwestern Mutual Life, 
is the new vice-president, and Charles 
R. Gibbs, Mutual Benefit Life, was 
elected secretary-treasurer. 

The election of officers at the an- 
nual meeting June 5 was combined 
with an afternoon and evening of good 
fellowship to toast a successful and 
busy year for the chapter. In his presi- 
dent’s report, Mr. O’Neill paid tribute 
to the leadership which the Los Ange- 
les chapter has contributed to life in- 
surance affairs of Los Angeles. 


Equitable Ordinary 
Sales Set Mark in May 


Equitable Society ordinary sales in 
May set a new monthly production 
record by totaling $165 million, up 28%, 
and exceeding by $28 million the for- 
mer record which was made last March. 

Ordinary sales in the first five 
months amounted to $669 million, a 
new record for the period. 





E. B. Rogers 











Travelers Promotes 4 


Travelers has promoted Miss Mary 
T. Bergan from special assistant to 
group statistician in the accident and 
group actuarial department and Myron 
T. Dellay from life actuarial corres- 
pondent and aviation underwriter to 
life statistician in the life actuarial de- 
partment. 

Frank P. Petruvich has been ad- 
vanced from police officer to foreman 
of protection service and Joseph A. 
Miller has been promoted from Hart- 
ford branch maintenance supervisor 
to foreman of the building division. 





Hancock Names Ryan Group Man 
at Chicago to Succeed Baldwin 


George Baldwin, group manager of 
John Hancock at Chicago, has re- 
signed to enter personal production 
with the company at Chicago. 

He has been succeeded by Gerald 
Ryan, who was a sales executive at 
the home office. Mr. Ryan began his 
group career at Chicago and served 
as group manager at Indianapolis. 

Francis M. Hayward, account execu- 
tive at the home office, has been named 
assistant group manager at Chicago. 





Government Drafts Regulations on 
Military Dependent Medical Care 


Defense Department has asked med- 
ical, hospital and insurance organiza- 
tions to suggest regulations to carry 
out the new law providing medical 
care for dependents of military per- 
sonnel. 

One problem is to provide private 
medical and hospital care for depend- 
ents remote from military medical fa- 
cilities. The secretary of defense will 
contract for the necessary insurance 
or medical plans. Only spouses and 
children of active duty personnel are 
eligible for private medical care. Oth- 
er beneficiaries, such as parents, are 


restricted to military facilities on a 
space available basis. All dependents 
may be treated in military facilities 
on a space available basis. 


Bankers Life of Neb. 


Buys 57 Acres at Lincoln 


Bankers Life of Nebraska has bought 
57 acres of land at 52nd and O streets 
in Lincoln and plans to use about 12 
acres of the area as the site of a new 
building. Another 30 or 40 acres of the 
tract will be the site of a new shopping 
center. Purchase price was approxi- 
mately $183,000. 





NALU Survey Shows 812% 
of Agents Aided by Ads 


A survey of 150 agents revealed 
that 81% feel they are helped by their 
companies’ advertising programs and 
by the industry’s institutional adver- 
tising, according to National Assn. of 
Life Underwriters. 

Seventeen percent of the respondents 
said “maybe” the advertising helps 
them, and 112% said it does not. Those 
saying “no” represented a numerically 
small yet highly specialized segment of 
the selling field. The feeling was that 
in such a specialized area advertising 


could not help much. 

The agents questioned are individ- 
uels who cooperate on periodic sur- 
veys on questions of interest to the 
business. They represent a_ cross 
section of the country and of the in- 
dustry. Their answers were reported 
in the June issue of Life Association 
News. 





Heads Dayton Life Trust Council 

George S. Lott, State Mutual Life 
general agent emeritus at Dayton, O., 
has been elected president of Dayton 
Life Trust Council. Mr. Lott is a char- 
ter member of the council. 











FACTS 


about 


John Hancock 


John Hancock is among the largest U. S. advertisers of 
life insurance. Its powerful advertising in outstanding 
national magazines is on the job continuously with 
direct, selling copy—to create buyer interest, nation- 


wide, in John Hancock life insurance. 
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® In selecting and train- 
ing the new agent, we 





must go much further 
than the printed terms 
of its contract. In fair- 
ness to the agent... 
the Company ... the 
insurance business it- 
self . . . we must as- 
sure the new agent 
every possible chance 
of success, In this series 


Prior to final selection, 
THE COMPANY shall take 
all steps to make certain 
the prospective agent has 
the capacity for success in 
life insurance selling. 


of messages, we pre- 
sent a few of what we 







consider to be our in- 
escapable obligations 
under this “invisible 
contract’’. 










Haphazard or cursory selection standards constitute a grave injustice . . . to 
the man... to the company . . . to the life insurance business. Scientific 
tests of vocational interest and aptitude are essential, we believe, in the 
selection process. Equally important are the factors of education, success in 
previous occupations, a stable marital situation, and demonstrated ability to 
manage money. Most important of all, perhaps, is a clear indication of 
unqualified willingness to do the things men must do to succeed. 


California-Western States Life 
Insurance Company 


HOME OFFICE: SACRAMENTO 
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Lied w Scenic Side Trips 
NORFOLK, VIRGINIA 


M@ Famed Virginia Beach just 15 
miles away .. . see restored Williamsburg, 
Jamestown, Cape Henry and Yorktown, 
all within easy driving distance of Norfolk's 
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Continental Casualty, 
National Fire Merger 
Rumors Are Clarified 


Rumors which have been rife in the 
insurance business for the last two or 
three weeks that Continental Casualty 
was on the verge of purchasing Na- 
tional Fire of Hartford got to such a 
point last week that Continental was 
prompted to release a story to the 
business editor of the Chicago Tribune 
clarifying the status of this matter. 

The story, published June 9, says 
that Continental Casualty is studying 
“an invitation from directors of Na- 
tional Fire to negotiate for acquisition 
of National Fire.” Chairman Roy 
Tuchbreiter of Continental is quoted as 
saying it would take at least a week 
to make an offer. 

If Continental decides to offer to 
purchase National Fire, the transaction 
probably would be handled by an ex- 
change of stock. 

Insurance men have been talking for 
two or three weeks of the possibility 
of a Continental Casualty-National 
Fire merger, but no definite negotia- 
tions have been entered into as yet. 
The rumors became so “informed,” 
however, that Continental officers felt 
it was best to make a statement as to 
how things stand. 

In its annual statement, Continental 
said it was interested in buying a fire 
company. 


Mutual, N.Y., Names 
Bourland, Schmitt, 
Lordi and Bergman 


Mutual of New York has appointed 
Roger Bourland manager in New York 





Roger Bourland 





ohn F. Schmitt 


City to succeed John L. Kassoff, who 
retired, and named John F. Schmitt, 
Anthony J. Lordi and Maxwell Berg- 
man managers of new agencies in 
Cleveland, Flushing, N.Y., and Hemp- 
stead, N.Y., respectively. 

Mr. Bourland, who has been on the 
sales department staff since early this 





Anthony J. Lordi Maxwell Bergman 


year, entered the business with Mu- 
tual at Lexington, Ky., in 1936. He had 
advanced to director of sales promo- 
tion and editor of the monthly maga- 
zine for agents by 1946 when he left 
to enter the publishing business. The 
following year he joined Liberty Life 
and was director of ordinary agencies. 
He is a CLU. His office is at 30 Rocke- 
feller plaza. 

Mr. Schmitt, whose agency will be 
the second in Cleveland, joined the 
company at Cleveland in 1945 and was 





—= 
named assistant manager in 1950, He 
is a CLU. 

Mr. Lordi joined Mutual in 1949 ang 
was advanced to assistant manager jp 
New York City in 1954. 

Mr. Bergman joined the company 
in 1948 and was named assistant map. 
ager in New York in 1951. 

Mr. Schmitt, Mr. Lordi and yy 
Bergman have been training assig. 
ants at the home office since early 
this year. 


Revised F TC Rules 
Are Due; Mutual, N. Y, 
Denies A&S Charges 


Mutual of New York denied fede. 
al trade commission charges of false 
advertising of A&S policies this wee 
as FTC was preparing to release Te. 
vised trade practice rules in the Jun 
15 Federal Register. 

The company, filing an answer to ay 
FTC complaint last November, de. 
clared that the commission does no 
have jurisdiction over its advertising 
and that its business is a non-profit, 
wholly mutual enterprise. The answer 
also pointed out that the complaint js 
based on obsolete advertising that has 
since been discontinued. Statements 
cited in the complaint were taken oy 
of context and the company has not 
used any of the language quoted in the 
complaint since FTC came out with its 
A&S advertising rulings. 

The company said that since it has 
discontinued the advertising cited ip 
the complaint and since it will not 
use such advertising in the future, al] 
possible basis for the FTC proceeding 
is removed. 





Fraser Scores Idaho 


for Poor Tax Climate 


Idaho taxes on insurance companies 
discourage the flow of life insurance 
dollars into the state and are among 
the most unfavorable in the country, 
Chairman Peter M. Fraser of Con- 
necticut Mutual told the annual farm 
and ranch loan conference at Sun 
Valley, Ida. 

Pointing out the many benefits pos- 
sible through investment of policy- 
holders’ funds, Mr. Fraser said “it 
would be interesting to predict how 
much more of the tremendous sums 
of money generated by the life insur- 
ance industry would find its way to 
Idaho if the tax climate were in- 
proved.” 

“T will venture to say,” he contin- 
ued, “that any loss in income to the 
state eventually would be more than 
offset by increased revenues from oth- 
er sources—a direct result of area de- 
velopment that insurance dollars would 
facilitate.” 

The company’s 3-day meeting was 
attended by farm and ranch loan cor- 
respondents throughout the country, 
home office executives and _ visiting 
dignitaries. 





Travelers Makes Eight 
Field Appointments 


Travelers has made these life and 
A&S appointments: 

James H. Underwood, assistant man- 
ager at Houston, has been transferred 
to Chicago in the same capacity. _ 

Joseph K. Reed Jr., James L. Rice 
and E. Bernard Brokerick Jr. have been 
named field supervisors at Rochester, 
N.Y., Birmingham and South Bend, 
respectively. 

Robert L. Summer, Albert M. Camp- 
bell, James C. Hopkins and Earl H. 
Bell have been appointed agency SeI- 
vice representatives at Peoria, Chal- 
lotte, Houston and Dallas, respectively. 


The Bare agency of New England 
Life at Los Angeles led the companys 
general agencies in business for April 
with a total of $2,347,000. 
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Fraternal Actuaries 
Meet at Chicago 


Some 35 persons were present for a 
Fraternal Actuarial Assn. meeting 
June 6 at the Edgewater Beach hotel, 
Chicago, and most of them stayed over 
June 7-8 for the western spring meet- 
ing of Society of Actuaries which drew 
an attendance in excess of 400. 

In his presidential remarks at the 
fraternal meeting, Samuel Eckler, Tor- 
onto consulting actuary, reviewed the 
social security measures in Canada 
and highlighted those areas where ap- 
roaches differed from those followed in 
the U. S. 

Alan K. Peterson, Lutheran Brother- 
hood, presented a paper on “Mortality 
Investigation of Lutheran Brother- 
hood,” in which he described the 
method used in getting the mortality 
experience in the five-year period 
1949-1954. The study indicated a three 
year select period. Graduated ultimate 
mortality rates at ages 20, 35, 50 and 
65 were .74, 1.60, 5.89 and 23.58 per 
1,000. 

Henry F. Scheig, Aid Association for 
Lutherans, in his paper “First Year 
Lapse Experience by Individual 
Agents” discussed the reasons for and 
the results of .a refined lapse study 
made in his society. 

Charles C. Dubuar, chief actuary of 
the New York department, in his paper 
discussed the uniform fraternal code 
for the organization and supervision of 
fraternal benefit societies approved by 
National Assn. of Insurance Commis- 
sioners and the amendments to the 
fraternal code of New York to become 
effective Jan. 1, 1957. The principal 
changes in the two codes and the back- 
ground and general philosophy which 
may have influenced the adoption of 
such changes were highlighted. 

W. Rulon Williamson, research ac- 
tuary, in his paper, “A Matter of Life 
and Death,” discussed “the survival of 
the individual in an increasingly col- 
lective handling of individual prob- 
lems, the survival of a substantial area 
where his rights to decision go unchal- 
lenged.” 

Frank H. Lee, Woman’s Benefit As- 
sociation, discussed Joseph P. Conte’s 
paper “Abandoned Property Regula- 
tions and Practices Pertaining to Fra- 
ternal Insurance” presented at the last 
meeting. 

Topics of current interest discussed 
informally included (1) Expenses (2) 
The variable annuity and endowment, 
and (3) Bases for premium rates and 
values. 








W.O.W. Names Floridian to Post 


George E. Owen, Florida assistant 
state attorney general, has been ap- 
pointed a member of national service 
committee of Woodmen of the World, 
Omaha. Mr. Owen is counsel com- 
mander of the Tallahassee (Fla.) local 
Woodmen camp. 








American Mutual Campaign 
American Mutual Life’s campaign in 

May, honoring President E. B. Moun- 

tain on his birthday month, resulted 

pa largest new business volume 
iE 





Study Recreation for Aging 

Findings and recommendations from 
a 2-year study of recreation for the 
aging in North Carolina have been 


presented to the 10 domestic life com- 
panies which sponsored it. The proj- 
ect was conducted by institute for re- 
search in social science at University 
of North Carolina. Sponsors were 
Durham Life, Home Security Life, Im- 
perial Life, Jefferson Standard Life, 
North Carolina Mutual, Occidental 
Life, Pilot Life, Pyramid Life, Secu- 
rity Life and Winston Mutual. 





Canada Life Names GA, 


Two Managers in Cal. 


Canada Life has named a new gen- 
eral agency and appointed two man- 
agers in southern California. Dunn & 
Thompson, Inc. has been named gen- 
eral agency of the new Los Angeles 
Spring branch. J. A. Barry, formerly 
manager of the company’s Wilshire 
Los Angeles branch, is now vice-presi- 
dent in charge of the life department 
at Dunn & Thompson. 

Richard V. Snyder, formerly broker- 
age manager of the Westwood (Cal.) 
agency of Pacific Mutual Life has been 
named manager of the Wilshire branch 
of Canada Life, and B. R. Van Vleck, 
formerly Equitable Society assistant 
manager at San Diego, has been named 
manager of Canada Life’s branch there. 


Mutual Benefit Names 


Winters at Tulsa 


Mutual Benefit 
Life has opened an 
agency at Tulsa 
and appointed Ed- 
ward J. Winters 
general agent. 

Mr. Winters 
joined the compa- 
ny in 1953 and has 
been training di- 
rector of the Nas- 





hem agency in 
New York City. 
He entered the 
business in 1948 





E. J. Winters and was with Aet- 


na Life. 





Conn. General Makes 
6 Field Appointments 


Connecticut General Life has ap- 
pointed Robert N. Fuleihan, Walter 
E. Johnson and James S. Ryan assis- 
tant managers at Richmond, Baltimore 
and New York City, respectively; 
Charles F. Curtis district manager at 
Wilmington, Del.; John F. Sawyer 
head of the San Francisco brokerage 
department, and Remsen Lefferts, 


staff assistant at Springfield, Mass. 
Mr. Fuleihan has been a staff assis- 
tant at Richmond. Mr. Johnson has 
been a staff assistant at Baltimore. Mr. 
Ryan has been brokerage consultant 
in New York. Mr. Sawyer has been 
on the San Francisco office staff. And 
Mr. Lefferts has been at Richmond. 





Life of Va. Leaders 
to Meet June 17-21 


Life of Virginia ordinary agency 
leaders will hold their annual confer- 
ence June 17-21 at Homestead hotel, 
Hot Springs, Va. 

The progress trophy will be award- 
ed to the Baltimore agency, managed 
by John N. Anderson, for leading in 
volume and increase last year. Recog- 
nition will be given Malcolm H. Webb, 
El Paso, leading ordinary producer; 
T. Braxton Horsley, runner up in vol- 
ume, and William P. Wootton, Balti- 
more, largest number of paid sales. 

Awards will be presented by Willis 
J. Milner, vice-president in charge of 
ordinary agencies. President Charles 
A. Taylor will extend the welcome. 





James N. Cardwell has been named 
manager of the Clayton (Mo.) branch 
of the Woods & Tussey agency of 
Massachusetts Mutual Life, St. Louis. 


Your Prospect May Have Life Jusurance 
and a Retirement Plan, But. . . 
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PROVIDENT LIFE & A 


WHAT WILL HE DO WHEN 
HE’S UNABLE TO WORK 


You owe it to your clients and prospects to explain the advan- 
tages of protection against the financial emergencies caused 
by disability. During the years of his greatest earning power 
—from 30 to 59—his danger of suffering a disability of three 
months or longer is greater than the hazard of death itself. 
You can offer realistic disability benefits—on either an Inaivid- 
ual, Salary Allotment, or Group basis—with Provident’s line 
of guaranteed renewable disability coverages. The premium 
rate is guaranteed, too. We'll be glad to tell you the full story. 
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200 Agents Attend 3-Day 
Sales Convention of 


Illinois Mutual Casualty 


More than 200 agents of Illinois Mu- 
tual Casualty attended the company’s 
three-day sales congress and conven- 
tion at Peoria. 

Principal speaker at the master 
builders luncheon was Clarence O. 
Pauley, retired managing director of 


James L. Norton Jr. of Galesburg, 
Ill., was awarded a master trophy for 
highest premium volume in all terri- 
tories and as outstanding new agen 
of the year. Walter J. Koenig of Chi- 
cago was master trophy winner for 
the largest number of applications in 
all territories. ; 

Highlight of the banquet session 
was the presentation of an award by 
President E. A. McCord to Miss Gladys 
P. Edwards, secretary-treasurer, for 40 
years of service with the company. 








the former H.&A. Underwriters Con- 
ference. He urged agents to work close- 
ly with physicians and hospitals in ager for Life & Casualty of Tennessee 
solving the problem of A&S insurance. at Hannibal, Mo. 


BERKSHIRE EXTENDS 


“SPECIALS © 
ONCEPT T0 


JUVENILES 


Most complete Juvenile line 


George B. Cole is now district man- 





in the industry is now the 


most appealing . . . highlighting 





seven unusual “Specials”! 


Berkshire brings you opportunities . . . as never before in the history of the 
industry . . . to increase your volume in the lucrative, mushrooming juvenile 
market! Seven new low-cost “J-15” plans with $5,000 minimums, together with 
nine $1,000 minimum plans, make our Juvenile range among the most com- 
plete, flexible and price-appealing in the entire industry. There’s a saleable 
juvenile “special” for every prospect: “5S for 1 at 21” Progressive Security; Life 
Paid Up at 65; 20 Pay Life; 20 Year Cash Benefit; Cash Benefit at 18; Cash 
Benefit at 65; 20 Pay Cash Benefit at 65. See the Berkshire General Agent near- 


est you for all the interesting details on how you can get your share of this market. 


RKSHIRE 


LIFE INSURANCE Co. 





PITTSFIELD, MASS. e A MUTUAL COMPANY e 1851 


Texas A&S Men Elect 
Severin President at 


San Antonio Meeting 

SAN ANTONIO—Federal regula- 
tion of A&S advertising, closer cooper- 
ation with hospital administrators, 
substandard risks, and other problems 
facing the A&S industry were dis- 
cussed by speakers at the annual con- 
vention of Texas A&H Claims & Un- 
derwriters Assn. here. 

E. O. Severin, executive vice-presi- 
dent of Time Life, was advanced to the 
presidency to succeed R. B. Donovan, 
vice-president of United American Life. 
R. W. Allen of Old National Life was 
named vice-president and John V. Bor- 
den of International Life was elected 
secretary-treasurer. 

Dr. J. L. Cochran, president of Texas 
Medical Assn., pointed out physicians 
are taking an active part in legislative 
matters to prevent not only socialized 
medicine but also any other socialistic 
inroads into the American economy. 

In a discussion of substandard A&S, 
Stanford Miller, vice-president of Em- 
ployers Re, called for coverage of the 
impaired risk through an additional 
premium or restricted benefits. Mr. 
Miller said use of the term “substand- 
ard” in describing impaired risks was 
bad psychology. He suggested that 
companies might form a pool through 
which they may share the risk on spe- 
cial types of impaired risks while as- 
suring that all except the morally in- 
eligible have the protection to which 
the public believes the individual is 
entitled. 

Morris Brownlee, Texas life com- 
missioner, in a review of insurance 
company functions called for improve- 
ment in claims conditions through har- 
monious relations among those en- 
gaged in claims matters. 

Horace Cardwell, president of Texas 
Hospital Assn., offered suggestions for 
improving relations between hospitals 
and claim men. He urged claim man- 
agers to sell their companies through 
personal visits or personal letters to 
the proper hospital adminstrator in- 
volved. 

A workshop on field claim service 
was presented by A. W. Scott of Lin- 
coln National Life, A. P. Dowlen of 
Great National Life and John V. Bor- 
den of International Life. 

Francis C. Sullivan, district agency 
manager of American Hospital & Life, 
urged teamwork between the agent 
and the claim man. 

Other speakers included J. D. Wheel- 
er, general counsel of American Hos- 
pital & Life, who reviewed the FTC 
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YOU...a Life Underwriter or General Agent...can quickly and confiden- 
tially borrow from $2,000 to $100,000 on your vested Life Insurance re- 
newals now...in a lump sum...through our new exclusive, low bank 


rate service. 
@ For additional working capital. For 


remodeling, etc. 


Renewal G 
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West Coast Branch: 
8901 Sunset Blvd. 
BRadshaw 2-2860 
Los Angeles 46, California 


AMhers? 
Wichita, 





Life, Annuities, Pension Plans and Accident & Sickness 


@ To pay off indebtedness... protect your credit. 
@ For personal needs... home purchase, home 


Write or call now for complete, confidential 
information on this new, exclusive service. 


“Serving the Life Insurance Profession since 1937” 
« 626 Guaranty Bank Bldg. * TAbor 5-2254 * Denver 2, Colorado 
wes jeeeeeeeoeeoeseooeeeeeeee 


Wichita Branch: 
212 No. Broadway 


A&S Code, and Lowry Loveless, vice. 
president of Insuromedic Life, wh 
described the work of the hospitg, 
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Pan-American Names 


Davis at Amarillo 


Pan-A mer- 
ican Life has 
appointed Jack 
Davis Jr. general 
agent at Amarillo, 
Tex. Mr. Davis 
has been district 
manager in Ama- 
rillo of Estate Life 
of Amarillo. He 
has many years 
experience in in- 
surance. 
Jack Davis Jr. 





Paul Revere Life 


Names Thompson 


Paul Revere Life has appointed 
Minert N. Thompson Jr. home offiee 
representative in charge of a ney 
group office in Philadelphia whic 
will serve eastern Pennsylvania, Mary. 
land and District of Columbia. 

Mr. Thompson entered the busines 
two years ago and has been with the 
company in a comparable post in Det. 
troit. He will be with William Bud 
Jr., brokerage manager at Philadelphia, 


STOCKS 


By H. W. Cornelius, Bacon, Whipple & Co, 
135 S. La Salle St., Chicago, June 12, 1956 
Previous Current 

Week's Bid Bid Asked 




















Aetna Life .............ccccccsscsccsceee 179 176 =—«179 
Beneficial Standard ............ 28% 29 % 
Cal.-Western States. ............ 100 4 99 
Colonial Life ou... 114 104 108 
Columbian National ............ 90 86 t) 
Comonwealth Life ...... 20% 20 21 
Connecticut General 243 237 242 
Continental Assurance 127 132135 
Franklin Life ........... 87% 82 84 
Great Southern Life 86 80 9 
WBE o cccsurscsksenasccessctonties 30 2942 Hy 
Jefferson Standard. ............ 118 1i4 oN 
Kansas City Life ........0.00.... 1290 1280 1300 
Life & Casualty ......0... 36% 36% 3 
Life Insurance Investors ... 14% 14 M4, 
Lincoln National _................ 208 207 =. 210 
CS ER eee 22 21% 22% 
National L. & A. ue 8742 87 9 
North American, II1. ............ 21 20% Al4 
N.W. National Life ............ 81 79 83 
Ohio State Life... 225 225 = 230 
Old Line Life... 57 58 60 
Southland Life... 105 100 = 108 
Southwestern Life ................ 102 100 = 108 
Travelers ......ccssseee 74 73 "4 
United, Il. ............. 25% 23 4 
West Coast Life ....... 50 46 49 
Wisconsin National ............ 54 49 33 
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business expansion. 
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Actuaries Cover Lots of Ground at Chicago Meeting 


(CONTINUED FROM PAGE 1) 





for extra premiums, E. A. Lew Met- 
ropolitan, cited the results of the 1939 
intercompany blood pressure study and 
the 1951 intercompany medical impair- 
ment study to show that there were a 
number of situations falling into this 
category. Most of them involved impair 
ments of the circulatory or genito- 
urinary system. C. D. Silletto, Lincoln 
National, stated that investigations 
made by his company indicated that 
risks with slightly elevated blood pres- 
sure, but borderline from an under- 
writing standpoint, showed markedly 
greater mortality when combined with 
certain other impairments such as di- 
abetes, peptic ulcer, and albuminuria. 

The question of whether broader 
classifications at the younger ages in 
the underwriting of substandard lives 
were practical was discussed by W. H. 
Schmidt, Mutual Life, and N. F. Buck, 
Lincoln National. 

Both speakers questioned the advis- 
ability of a practice under which a 
repeating applicant would find himself 
rated on a different basis simply be- 
cause he had advanced from one age 
group into the next. The question of 
whether the potential savings in ex- 
pense might not be offset almost com- 
pletely by practical disadvantages also 
was rfised. 

e e e 

The underwriting of aviation risks 
was discussed by G. W. Young, Connec- 
ticut General, J. S. Sibigtroth, New 
York Life, and J. E. Hoskins, Travelers. 

Factors which have influenced com- 
panies generally to reduce extra pre- 
miums for commercial and private pi- 
lots are a consistent improvement in 
aviation fatality rates the rigid physi- 
cal requirements which must be met to 
qualify as a pilot (offsetting to some 
extent the extra hazard from aviation), 
and the expense of changing the pre- 
mium rate as a pilot changes occupa- 
tion. The factor of competition also is 
evident in this field. Messrs. Young 
and Sibigtroth said that in their com- 
panies experience has shown that pri- 
vate and commercial pilots buy rela- 
tively large-sized policies and have 
good persistency, resulting in lower 
expens? rates. 

Mr. Hoskins cautioned that extra 
mortality might result from this group 
from those pilots who may at some 
future time be unable to pass a physi- 
cal examination qualifying them for 
pilot standing. 

A comparatively recent development 
in insurance covering smaller groups 
of employes is insurance issued on the 
individual life basis using ordinary pol- 
icies under “guaranteed issue” agree- 
ments. Underwriting principles tradi- 
tionally used in group insurance are 
applied to obtain satisfactory mortality 
experience. Usually 75% to 90% of the 
employes must be insured under the 
plans. Individual risk indemnity is 
eliminated as no evidence of insurabil- 
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ity is required of the individual in- 
sured. The most frequent use of the 
guaranteed issue facilities are in com- 
panies writing pension or profit shar- 
ing trust coverage. 

H. L. DePrenger, Continental Assur- 
ance, stated that studies in his com- 
pany indicated favorable mortality ex- 
perience and very satisfactory persis- 
tency of business. Studies indicated 
that a high participation requirement 
in the group was essential for satis- 
factory results. 

P. C. Cowan, Ohio National, stated 
that it is important from the point of 
view of a mutual company that this 
block of business be self-sustaining. 
Extra mortality will undoubtedly be 
experienced, he said. 

H. F. Phibrick, Massachusetts Mu- 
tual, said although higher mortality 
is experienced there should be no 
greater tendency for standard risks to 
terminate their guaranteed issue pol- 
icies than regular policies. The future 
cost differential to the insured is not 
sufficient to warrant dropping a guar- 
anteed issue policy that has been in 


force for a number of years to replace 
it with a new standard issue. 

W: A. Keltie, Great West Life, J. D. 
Rommel, State Mutual, and H. S. Gard- 
ner, New England Mutual, described 
the safeguards and expense-saving 
features of their guaranteed issue plans 
which enabled their companies to use 
regular ordinary premium rates for 
this business. 

a s ° 

C. H. Tookey, Occidental of Califor- 
nia, stated that his company had in- 
troduced guaranteed issue about 13 
years ago and still limited its use to 
pension trust cases. He stated that 
companies may be overly conservative 
in handling guaranteed issue in con- 
nection with approved pension plans. 
The incentives for coverage are not 
primarily insurance, and in small cases, 
the total outlay is such that there is 
no advantage to the firm in taking a 
plan because the owner is uninsurable. 

P. F. Finnegan stated that the Pru- 
dential issued individual policies in 
insuring groups of less than 25 lives. 
These policies generally include both 
life and A&S coverages and are issued 
on a yearly renewable term basis. In- 
dividual underwriting is used, but se- 
lection standards are broadened; 75% 


participation is required. These con- 
tracts are serviced by the agent. 

D. D. Cody stated that New York 
Life’s small group policies are under- 
written, billed, and administered by a 
centralized home office unit. Policies 
are promoted by salaried group men 
but are sold by the ordinary agent. In- 
dividual underwriting is used for ages 
over 65 and for amounts in excess of 
$5,000. 

C. H. Wain, Prudential, stressed the 
importance of standardization in small 
group cases and stated that renewal 
commissions are non-vested and are 
paid only where the agent services the 
business properly. In discussing con- 
version of group A&S benefits, he re- 
ported a very high lapse rate as an in- 
dication of an interim need only. Since 
such premium rates are designed to be 
self-supporting, no conversion charge 
is made. 

W. V. Hauke, Continental Assurance, 
described his company’s experience 
with hospital plans guaranteeing semi- 
private accommodations and providing 
unlimited extra charges. Coverage is 
restricted to lower groups and limita- 
tions are imposed in the latter cases. 
Over-all experience has been good but 
careful scrutiny is required. In dis- 
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Its Name Indicates Its Character 


With Lincoln National’s Junior Estate 
Builder, insurance protection increases 
fivefold at 21, with no increase in pre- 
miums. This policy also provides: 
cash for college, marriage, or business; 
an incentive toward thrift; a help in 
growing into grown-up responsibilities; 
and a head-start on a lifetime insurance 
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cussing conversion of group A&S bene- 
fits, he stated that the experience had 
been increasingly poor but that its 
availability was a valuable sales tool. 

J. K. Kittredge stated that Pruden- 
tial discouraged hospital plans guar- 


anteeing semi-private accommoda- 
tions and providing unlimited extra 
charges and encouraged the sale of ba- 
sic hospital plans on a reimbursement 
basis within fixed dollar limits. Plans 
containing deductibles and coinsurance 
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are particularly valuable. 

R. H. Hoffman, Equitable Society, 
traced his company’s rapid growth in 
major medical insurance and stressed 
the gravitation toward the comprehen- 
sive plan covering out-of-hospital ex- 
penses. 

H. F. Harrigan, Metropolitan, com- 
mented on the satisfactory claims ex- 
perience with major medical coverage 
and the resulting premium reductions. 

J. B. Walker, Canada Life, opined 
that the slower development of major 
medical in Canada might be due to 
differences in the income tax laws of 
the two countries. 

ci. A. Lachner, Metropolitan, com- 
mented that his company’s persistency 
experience on converted group acci- 
dent and sickness coverage had been 
much better over age 60 than at the 
younger ages. Claim rates on the small 
experience to date had been satisfac- 
tory. 

M. W. Hill, Travelers, traced the 
changes in asset distributions within 
the industry during the last 10 years 
and summarized them as representing 
a shift from government bonds to 
mortgage loans, public utility bonds, 
and industrial bonds. 

D. N. Warters, Bankers, discussed 
investments from an industry view- 
point also and compared the risk of 
capital loss currently with that in 1929. 
He also discussed current liquidity and 
commented on the differences in in- 
vestment policies between large and 
small companies. 

F. J. McDiarmid, Lincoln National, 
stressed the growth of private place- 
ment financing and warned that it 
was dangerous to ignore even: those 
defaults that do not involve interest 
or principal. 

G. F. Knight, Berkshire, and W. C. 
Brown, Colonial, described the import- 
ance of direct placement financing to 
the smaller companies. 

G. E. Cannon, Standard of Oregon, 
stated that taking advantage of local 
conditions should enable small com- 
panies to earn equal or better interest 
rates than large companies. 


—— 

W. F. Poorman, Central Life of Io, 
discussed technical defaults in 
placements and reviewed briefly cop, 
mon stock and real estate investmens 
on the part of the industry. 

J. C. Maynard, Canada Life, stre 
the values to be gained from makj 
propitious switches in security holy 
ings. 

V. E. Henningsen, Northwestern My. 
tual, discussed the value of commy 
stock options contained in some ¢& 
benture issues. 

G. H. Davis, Life Insurance Asg 
told of the developments which hay 
led to the appointment of committe, 
to explore the possibility of researg, 
designed to facilitate the spread y 
A&S insurance into areas where cy. 
erage is now very inadequate or lack. 
ing. This appointment had grown out, 
a proposal to establish a private rejp. 
surance pool to promote that form gy 
insurance among classes of individuak 
such as the aged, the physically jp. 
paired and persons living in rural are. 
as. Anti-trust difficulties had mag 
such a pool impractical, but it wa 
thought that the research work, which 
had been looked upon as one of the 
important functions of the pool, ough 
still to be undertaken. Accordingly, 
the trade associations had set up con. 
mittees to study what could be done 
but this study was still in too early, 
stage to make any prediction as ty 
what could be accomplished. 

J. J. Olsen, Prudential, presente 
highlights from the report of the com- 
mittee (task force IV) which had bee 
established by the Joint Committe 
on Health Insurance to study the prob- 
lem of reserves for A&S. The complete 
report, including tentative hospital and 
surgical morbidity tables will be dis. 
tributed by ALC & LIA to their men. 
bers. 

Mortimer Spiegelman, Metropolitan, 
said the problems involved in the de. 
velopment of A&S for the lower in- 
come group become evident in a re 
view of their population characteristics, 
He said that, among the 42 million fam- 
ilies in the U.S. in 1954, three-quarters 
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Your Mutual 
Benefit Life 


Man says: 
’ 


difference 
between 
selling 
policies... 
and meet- 
ing needs.” 


An insurance policy may or may not 
meet the client’s exact needs. And 
when life insurance is tailored to 
meet such exacting needs, it may 
require a combination of policies to 
get the best results. That takes 
training—and Mutual Benefit Life 
men, like Edward P. Marion of 
Harrisburg, spend a great deal of 
time acquiring the necessary train- 
ing for good plan- 
ning. And it pays 
off handsomely in 
satisfied clients. 
Mutual Benefit 
Life Insurance 
Company, New- 
ark. New Jersey. 


had a family income of $2,500 or more, 
‘one-sixth fell between $1,000 and $2,- 
499 and approximately one-twelfth had 
a money income of less than $1,000. 


| He presented an extensive analysis of 
| these figures by such classifications as 
| residence, region, race, family status, 





| risk at ages over 60. 


| designed to meet the particular prob- 


occupation of family head and source 
of income. 

G. J. Varga said the approach of the 
Nationwide to providing A&S to per- 
sons living in rural areas has been to 
work through the various county farm 
bureau associations, thereby eliminat- 
ing the problems of individual enroll- 
ment and billing and at the same time 
securing a group which would serve 
as a basis for granting needed cover- 
ages at group rates and with group un- 
derwriting. 

C. N. Walker, Lincoln National, sug- 
gested that in underwriting individual 
accident and sickness insurance, a more 
liberal idea should possibly be adopt- 
ed as to what constitutes a standard 


H. R. Roberts, Connecticut General, 
discussed individual major medical in- 
surance from the viewpoint of consid- 
ering such coverage basically as family 
coverage. 

E. R. Batho, Berkshire, H. S. Bard- 
ner, New England Life, C. S. Schnelle. 
New York Life and F. M. Bristow Jr.., 
Connecticut Mutual, discussed the spe- 
cial policies which their comnanies had 


lems which arise in connection with 
rension trust and profit-sharing plans. 

Decreasing term policies in the form 
of family income benefits without a 
basic policy were discussed by several 
speakers with most agreeing that the 
demand for this type of coverage had 
increased considerably in recent years. 

R. H. Goebel. Northwestern Nation- 
al. stated that such policies were being 
sold for mortgage coverage, to provide 
options on future purchases of perma- 
nent insurance, and as income protec- 
tion policies. 


R. W. Bender said that since the Pru- 
dential had developed a special mort- 
gage protection policy with the insur- 
ance amount decreasing annually in 
line with the outstanding principal of a 
6% mortgage, its sales of family in- 
come without a basic policy had de- 
creased sharply. 

R. E. Munro. London Life, said that 
decreasing term policies would be more 
satisfactory on a limited payment plan 
so that consistency with level term 








policies could be maintained and nega- 
tive reserves avoided. 

J. S. Hill, Minnesota Mutual, noted 
| that the total insurance need of the 
| country is much in excess of the ac- 
tual insurance in force and suggested 
| that decreasing term policies can help 
to fill the gap between insurance need 
| and the ability of many to purchase 
| adequate coverage on a permanent ba- 
| sis. 


adopt both approaches concurrently. 

J. R. Gray, Canada Life, said he 
thought any legal problems would be 
the same in varying dividends as in 
grading premiums. He said there is 
much less chance of misunderstanding 
when only one scale of dividends is 


tion. He doubted that any premium 
grading could produce equity on a 
long term basis. 

N. T. Fuhlrodt, Central Life of Iowa, 
said that a policy with the gradation 
of premium feature holds a great deal 
more sales appeal and can be presented 


in a much more simple manner. 

J. S. Hill, Minnesota Mutual, sug- 
gested that caution be exercised in de- 
termining the annual policy expense 
figures to be used in premium grading - 
since the use of too large a per policy 
charge will result in paring the com- 


used. 

J. A. Campbell, London Life, agreed 
that there are important advantages 
in the premium grading approach. 

W. A. Jenkins, Teachers, preferred 
to vary dividends since this practice 
gives greater flexibility for future ac- 
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According to H. E. Crandall, 
cidental has found the family income 


| Oc- 
| without basic policy more important 


as an income replacement policy than | 


as mortgage insurance. 


| DL. A. Cannon, Great West. said the | 


form of juvenile policy under which 
| the insurance increases five fold at 
certain age has great sales appeal and 
was an immediate success when in- 
troduced by his company. 

The problem of whether it is prefer- 
able to reflect the expense savings that 
occur on larger policies by varying 
dividends or by grading premiums by 
size of policy received considerable at- 
tention. 

H. Walker, Equitable Society, sug- 
gested that from the standpoint of 
equity a participating company should 
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pany’s margins on its large policies 
as opposed to the small. 

C. W. McMahon, Union Central, out- 
lined the advantages and disadvan- 
tages of the “bank loan plan” and the 
“split dollar plan’’. 

J. C. Maynard, Canada Life, dis- 
cussed rationale of the “split dollar 
plan” and its tax aspects. 

W. F. Ward, Mutual Benefit, said that 
of the many advantages claimed for 
the “bank loan plan” the most import- 
ant seem to be that decreasing term 
insurance is provided at a very low 
cost and that an option is obtained to 


deposit funds in the future to produce 
income at settlement option rates. 
Opinions differed as to whether the 
competitive position of smaller compa- 
nies is improving or declining com- 
pared to that of larger companies. W. 
C. Brown, Colonial Life, felt that there 
has been little change. The national ad- 
vertising, mass production techniques, 
direct-placement opportunities and 
other factors are not the exclusive po- 
session of the large companies. How- 
ever, he did point out the steady up- 
grading of salaries in recent years not 
matched by increased productivity and 





the high cost of opening new territory. 
R. B. Hayes, Volunteer State Life, gave 
the results of a study which showed 
that the giant and the smaller com- 
panies were growing faster than those 
of medium size. On the other hand, 
J. F. MacLean, Bankers of Nebraska, 
felt that the competitive position of 
smaller companies had declined. They 
try to counter this trend by emphasiz- 
ing their greater flexibility, by ego rec- 
ognition and through higher compensa- 
tion. However, he felt that the tra- 
ditional advantage in improved invest- 
ment performance has been damaged 


——— 
machine, the fresh look it would hay 
to take at its record would in itself be 
very valuable. P. M. Bailey, Security 
Life & Accident, and H. S. Staley, Ioy, 
Life, outlined the functions they hay 
in mind for their new data Processing 
machines, while J. S. Hill, Minnesoty 
Mutual, commented that immediate §j. 
nancial considerations should not fy 
weighted too heavily without regay 
for the ultimate advantages Provide; 
through research. 

Most of the actuaries appeared to 
favor grading premiums by size gy 
policy although not everyone agreg 


by recent developments in federal in- 
come tax. 

In regard to marketing, W. H. Huehl, 
Indianapolis Life, commented on the 
increasingly closer association of life 
and other types of insurance. It shows 
up in the purchase or establishment of 
fire companies by life and vice versa, 
as well as the tendency of both types 
of agents to handle the other line of 
business. H. L. Feay, Marsh & McLen- 
non, and Andrew Delaney, American 
General, agreed that this development 
was taking place and the latter at 
least favored it as a new and important 
way of merchandising. G. D. Chester, 
Columbian National, commented on the 
new trend to increased financing and 
other early year costs pointing out the 
significant effect on surplus. 


on the method to be used. W. D. Kid. | yy 
well, Paul Revere Life, J. F. Hook 
Standard of Oregon, and J. W. Lincoln en 
American United, outlined the advan. | th 
tages and disadvantages of making thiy J th 
change. G. F. Knight, Berkshire Life 
and W. M. Stewart, Central Standard co 
cautioned the smaller companies tha 
the proportion of business of smal be 
amounts was important in considering po 
a change, but C. J. Stafford, Monarch g | 
Canada, pointed out that their recep; 
change in this direction had been ep. lit 
tirely satisfactory. H. M. Sarason’s sug. is 
gestion was for ordinary companies t cel 
simply decline to issue small policies a 
except on women and children. th 

R. E. Edwards, Baltimore Life, fej | 
that the main competitive difficult 
occurred between companies with int 





L. H. Barnhart, Fidelity Life Associa- S™all average size and those with la. | th 
tion, outlined the principles his com- 8° 4Verage size. col 
pany tried to keep in mind in changing int 


Equitable Appoints Two = 


to Salary Savings Posts 


Equitable Society has appointed Car] » 
A. Handschin and Ralph T. Hughs | ID 
assistant divisional managers of salary j 


any of their operations. He felt that 
much could be done by a small com- 
pany in this line without actually mak- 
ing a complete change-over to a high 
speed electronic data processing ma- 
chine. R. E. Larson, Benefit Associa- 








: : savings at San Francisco and Philadel. ful 
tion of Railway Employees, agreed phia, respectively. 
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Backed by a strong agency company which celebrates 50 e N on 

years of steady growth in 1956, The Midland Mutual Life security. eo 8 * 

general agent knows the Home Office Staff is composed of N - 

men with solid experience in building successful agencies. 8 : 

He knows he can call on them for advice and help in all a 

phases of his operation. de 
Midland Mutual Life has grown in stature and prestige 

under the guidance of men like Dr. W. O. Thompson, promi- E 





nent educator who was President for the company’s first 19 
years. Though times and coverages have changed, the origi- 
nal aim of making Midland the ideal policyowners’ company 
has been maintained by a succession of men at the top with 
sound experience and ideas. These same men have built the 
attractive agency program which makes representing 
Midland Mutual Life both profitable and practical. 

See for yourself why working as a general agent with 
Midland Mutual Life is ideal for you. Write Charles E. 
Sherer, Director of Agencies, for full details. 


* MIDLAND MUTUAL 


“ LIFE INSURANCE COMPANY 


256 East Broad Street, Columbus 16, Ohio 


Our commodity (like that of all insurance companies) is “security” M 
and “peace of mind”. Because we feel our agents should know their 
product through personal experience, we have taken the following 
steps to make their future secure: 


(a) Retirement Income Pension plan for WNL agents. 

(b) Group Life Insurance for WNL agents. 

(c) Major medical disability plan for WNL agents. 

(d) Attractive agent contracts including liberal renewals . . 
service fees! 


. lifetime 


In addition we offer training courses, “refresher” courses, and a 
steady flow of field tested printed selling “tools”. If you are inter- 
ested in joining this fast growing company, write to E. H. Metz, 
Vice President, Director of Agencies. 


WISCONSIN NATIONAL LIFE INSURANCE COMPANY 


GENERAL AGENCY OPENINGS IN WISCONSIN, MICHIGAN 
ILLINOIS, INDIANA and MINNESOTA 


First Legal Reserve Stock Life Insurance Company Incorporated in Wisconsin 





Midland Mutual Agency Building Opportunities 
include openings in these areas: 


CALIFORNIA © ILLINOIS © INDIANA « IOWA « KENTUCKY « MICHIGAN 
NORTH CAROLINA - OHIO . PENNSYLVANIA ~ VIRGINIA . WEST VIRGINIA 
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Sales Ideas That Work 





Failure to Tell Prospect About A&S Violates 
Agent's Code-of-Ethics Pledge, Says Osler 


Too many agents are preparing their 
policyholders to die while not prepar- 
ing them to live, said Robert W. Osler, 
editor of The Insurance Salesman in 
his talk at the Connecticut sales con- 
gress held at Hartford following the 
NALU midyear meeting. 

Unless an agent is covering his cli- 
ents’ needs for replacement income in 
the event of disability as well as in 
the event of death he is not rendering 
complete service and is violating any 
code of ethics through which he is 
pledged to do everything that should 
be done for that client, Mr. Osler 
pointed out. 

The problem, he pointed out, is loss 
of income. What causes the loss makes 
little difference. The economic effect 
is exactly the same. It doesn’t cost a 
cent less to keep a family together if 
a man is disabled and cannot work 
than it does if he dies. 

“Our houses, our cars, our furniture 
—these are what is left out of past 
income,” he said. “We insure them to 
the hilt and yet if we lost them we 
could eventually replace them out of 
income. Everything we hope and 


dream of for ourselves and our fam- 
ilies depends on future income. How 
well does the average man _ protect 
that? 

“We should forget the technical dis- 
tinction between life and A&S and 
remember only the problem: Loss of 
income. Then we should program a 
man’s insurance to cover the possi- 
bility of that loss from all causes— 
old age, death and disability. The pros- 
pect isn’t interested in the technicality 
of whether part of it is being covered 
with ‘life’ insurance and part of it with 
‘A&S’. He wants protection against 
all the hazards he faces. 

“In fact, agents and the business 
should forget the terms ‘life’ and ‘A&S’ 
and start talking about ‘income insur- 
ance’ and programming total needs. 

“Until and unless they do, they are 
not rendering the service to the public 
of which they brag—and when private 
enterprise does not offer service the 
public needs, government steps in. 

“They must start servicing total 
needs, not only as a matter of service 
but also as a matter of self-preserva- 
tion.” 











Petty, Baeza Win Trips 
in Franklin Life Drive 


Franklin Life culminated its success- 
ful 72nd anniversary drive with a cer- 
emony at the home office during which 
the names of two winners of vacation 
trips to the Virgin Islands and Hawaii 
were drawn from a barrel. Winner of 
the Hawaiian trip is Fred Petty, Mon- 
roe, La. Winner of the vacation trip 
to the Virgin Islands is Alvaro S. 
Baeza, San Antonio, Tex. The wives of 
the two winning agents get to go along. 

The campaign produced over $70 
million in new sales, and the volume 
leader for March, General Agent 
Charles Denzig, Detroit, was awarded 
a trip to the home office to officiate 
at the drawing of the winners. Agents 
qualified for chances for the trip with 
one chance in the barrel for every 
$1,000 of paid business during March, 
the contest month. 

During June field men are partici- 
pating in a campaign to honor the 
birthday of J. V. Whaley, vice-presi- 
dent and director of agencies. 





Equitable of lowa Sets 
May 5-Month Record 


Equitable Life of Iowa had its great- 
est May ever with new paid produc- 
tion of $11,443,786. Production from 
January through May, 1956, reached 
$62,624,907, a gain of 5.3% over the 
Same period last year and an all-time 
high for a first five-month period. 


ON VESTED 
BANK LOANS 
RENEWALS 


THREE OR FOUR 
YEAR REPAYMENT 


UNDERWRITERS CREDIT & 
GUARANTY CORPORATION 


340 Pine Street, San Francisco 4, Calif 
Seuthern California & Arizona Branch Office 
9935 Santa Monica Bivd., Beverly Hills, Calif. 








Life insurance in force increased to 
$1,447,307,208. The Griffin, Ingram & 
Pfaff agency, Chicago, is first among 
the agencies. 


Billesdon at Detroit Wins 
Top Canada Life Award 


The Detroit branch of Canada Life, 
managed by Alex G. Billesdon, has 
won the company’s president’s award, 
the highest honor attainable by a com- 
pany branch manager. It is the first 
U.S. branch ever to win the award. 
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essential in architecture 
-..a goal in Life Insurance. 
Fidelity is 


a well-balanced company. 





The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA ¢ PENNSYLVANIA 
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income! 
ance Coverage under the L & C Bantam 


% Life only where state laws permit. 





Yes! Every store, office, plant and business firm in your terri- 
tory employing 10, 15, 25—even as few as 5* people—can now 
qualify for Group Hospitalization, Surgical Procedure, Polio 
and Life insurance coverage under the L & C Bantam Group 
Insurance plan. Think what this can mean to you in added 


Where formerly only big businesses enjoyed this coverage, 
today you can offer thousands of smaller firms Group Insur- 


Life and Casualty 
Insurance Company of clennessee 


... through Life and Casualty BANTAM GROUP INSURANCE 


We'll help you sell Big Business too! Now both large and small 
business firms can avail themselves of L & C Group Insurance 
Coverage. And we will help you sell them! L & C rates are 
competitive, our simple administrative procedure cuts ‘“‘red 
tape,”’ and the unusual flexibility of L & C coverage makes 
our Regular or Bantam Group Insurance of interest to every 
firm. Write or mail the coupon for FREE descriptive literature 
plan with the backing TODAY. No obligation. 


Fa re eee ere rr eee ee 


Group Insurance Division 
i LIFE and CASUALTY INSURANCE COMPANY 
Nashville, Tennessee 


and reputation of this Billion Dollar company! 


Please send at once: 


f O Folder on Bantam Group Insurance 
f O Brochure on Regular Group Insurance 
q 


Name. 





Address 
City. 
\n eee eee 





State. 
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Handsome Amends-with Slur Attached 


Whether making a blunder or trying 
to make amends for one, United States 
News & World Report certainly does 
things in a big way. The 38 pages on 
life insurance that it ran in the June 
8 issue may or not undo the harm 
done by the Michael H. Levy piece in 
the March 30 issue but nobody can say 
that USN&WR didn’t make a gallant 
try. 

What may well prove to be the 
understatement of the year is the mag- 
azine’s comment that after publication 
of the Levy article “several” letters of 
protest were received from insurance 
companies and agents. Considering 
that USN&WR printed summaries of 
i0 of such letters and we know of 
others that it received, we can only 
conclude that the editors got so rat- 
tled by the storm they’d stirred up that 
they forgot what most people under- 
stand the word “several” to mean. Or 
maybe the intention was to say several 
dozen. Or several hundred. “Several 
hundred” would have been nearer cor- 
rect if all the outraged agents who 
wrote to National Assn. of Life Under- 
writers about the article also wrote to 
USN&WR. 

The letters of protest that USN&WR 
printed should serve to correct the er- 
rors and innuendoes of the original 
Levy article. But the magazine felt it 
had to give Mr. Levy opportunity for 
rebuttal, so he still had the advantage 
of having the last word—with a stinger 
at the end of it. 

With renewed zeal he beats the 
drum for term insurance. He criticizes 
dividend payments by mutual compa- 
nies, blithely ignoring the fact that 
having no capital a mutual company 
can hardly operate in any other way 
than collecting an excessive gross pre- 
mium to be sure of having enough and 
then giving back what it doesn’t need. 
And he takes another swing at the 
agent who doesn’t share the Levy wor- 
ship of term insurance. 

Mr. Levy is anything but contrite. 
He says “it is interesting to note that 
the condemnations and criticisms by 
various members of the life insurance 
industry have been directed at isolated 
sentences or isolated paragraphs.”’ Pre- 
sumably he means, among others, the 
sentence in which he implied a readi- 
ness of life agents to misrepresent 
facts to obtain sales. But does using a 
single sentence or a single paragraph 
to slur the agents exempt an author 
from condemnation? A highly libelous 
statement can be made in a pretty 


short sentence. Mr. Levy’s implication 
that he should not be criticized for 
“isolated sentences’”—which he doesn’t 
say were taken out of context—reveals 
the quality of his thinking. But even 
without that, the strident, almost pan- 
icky tone of his rebuttal is enough to 
mark it as the product of one who 
“protests too much” because of having 
a weak case. 

We predict that he’ll get action out 
of this statement in his rebuttal: “No- 
body has been willing to stand up and 
battle me on the basic principles which 
I outlined. They harped on minor er- 
rors—they picked on isolated things... 
When I can examine the life insurance 
program of the average John Doe—the 
‘little man’ earning $5,000 or even 
$10,000—and this man has a wife and 
two or three children and I find that 
a measurable part of his $5,000 or 
$10,060 or $25,000 of life insurance pro- 
tection is being devoted to ‘investment’ 


rather than to ‘protection,’ then I will 
continue to say that this.man is not 
being properly programmed and that 
the man who made the sale was a man 
lacking in basic integrity.” 

The fact that the “little man” for 
whom Mr. Levy’s heart bleeds would 
probably spend the difference between 
the cost of ordinary and the cost of 
term on a fancier automobile, a newer 
washing machine, or a bigger televi- 
sion set, when permanent insurance 
would give him a useful backlog and 
a way of avoiding the cost of convert- 
ing the term insurance later on doesn’t 
give the agent back his “basic integ- 
rity” in Mr. Levy’s eyes. 

Until the “little men” that Mr. Levy 
is so concerned about starts showing 
a lot more financial maturity than the 
great majority of them exhibit, they’ll 
do well to go as heavy on permanent 
insurance as they can possibly afford 
to. Converting that term policy 10 or 
20 years hence looks awfully easy 
—now. But let the “little man” ask a 
few people who have had to convert 
after a decade or two of “low cost” 
term protection. He’ll find their en- 
thusiasm for term insurance somewhat 
less than Mr. Levy’s. 








PERSONAL SIDE OF THE BUSINESS 





Holgar J. Johnson, president of In- 
stitute of Life Insurance, has been 
awarded an honorary doctor of laws 
degree by University of Pittsburgh, 
his alma mater. 


Jack Herlich, sales training director 
of U. S. Life, has been elected chair- 
man of New York Assn. of Life Insur- 
ance Training Directors to succeed 
Earl W. Cryer, director of field train- 
ing of Guardian Life. 


Susan Thiemann, daughter of A. H. 
Thiemann, 2nd vice-president of New 
York Life, was the featured soloist at 
the commencement concert of the 
Smith college symphony orchestra. 
Miss Thiemann, a mezzo-soprano, 
graduated magna cum laude in music. 
She. will tour Europe this summer as 
soloist with the Smith College Cham- 
ber Singers. 


H. Bruce Palmer, president of Mut- 
ual Benefit Life addressed Advertis- 
ing Federation of America at a 
meeting in Philadelphia. 


Howard Ennes, director of the bu- 
reau of public health of Equitable 
Society, has been awarded a silver 
cup by International Union for Health 
Education of the Public for his role 
in dramatizing American public health 
activities on an international scale. 


Gilbert W. Embury, personnel as- 
sistant in the home office of North- 
western Mutual Life, has been pro- 
moted from colonel to brigadier-gen- 


eral of the Wisconsin 84th infantry 
division of the army reserve. 


Edgerton T. Crouter, son of A. L. E. 
Crouter, general purchasing agent of 
New York Life, graduated from West 
Point this week. 


Karl Ljung, vice-president in charge 
of agency operations of Jefferson 
Standard Life, has been elected to the 
board of National Sales Executives. 


An actuarial scholarship named for 
Francis Moffat Hope, actuary emeritus 
and member of the board of Occidental 
Life of California, has been established 
at Occidental college in Los Angeles. 
The scholarship will be provided by 
the Hoyt M. and Rose B. Leisure 
Foundation as a tribute to the long, 
cherished relationship between Mr. 
Hope and Mr. Leisure, a veteran Los 
Angeles general agent for Occidental 
Life. Mr. Leisure started with Occi- 
dental soon after Mr. Hope began his 
career with the company in 1910 as an 
assistant actuary. The four-year schol- 
arship will go to a qualified student in 
any class of the college, graduate or 
undergraduate who is preparing for 
actuarial work. 


Joseph Goodwin Hubbell II, who re- 
cently joined Washington National at 
Evanston, Ill., will be married to Ann 
Leslie Chapman of Evanston on June 
23. Mr. Hubbell is the fourth genera- 
tion of his family to enter insurance 
as a career. 





— 

J. F. RAMSIy, 
49, Chicago gen. 
eral agent fy 


Connecticut Muy. 
ual Life, died, He 
had been a gener, 
agent for Connect, 
icut Mutual fy 
more than a de. 
ade, and previoy; 
to that was with 
Home Life ay 
Mutual Benefit 
Life. Mr. Ramsey, 
who lived in Syp. 
urban Winnetka, is a past presidey 
of Chicago Life Agency managers 
His son, James F. Jr., is supervisg; 
in the agency his father headed. 





J. F. Ramsey 


ROBERT J. MACLELLAN, 82, chair. 
man of Provident Life & Acciden 
since 1952, died suddenly at his home 
on Lookout mountain while preparing 
to go to his office in Chattanooga. Mr 
Maclellan joined the company x 
secretary in 1905 at the request of his 
father, Thomas Maclellan, who ha 
been with the company since 1892. Mr 
Maclellan succeeded his father 
president on the latter’s death in 1916, 
Last fall he became the first member 
of the Provident organization to re. 
ceive a 50-year service pin which wa; 
presented at a special ceremony high. 
lighted by the unveiling of a bronz 
bust of him. Well known in national 
insurance: circles, Mr. Maclellan was 
highly regarded for his leadership in 
business, civic, religious, educational 
and cultural activities. Among Mr, 
Maclellan’s survivors are his sons, 
Robert L. Maclellan, who succeeded 
him as president in 1952, and Hugh 0, 
Maclellan, vice-president and _ treas- 
urer of the company. 


GEORGE W. COX, 66, vice-presi- 
dent and agency director and a board 
member of North Carolina Mutual 
Life, died at his home in Durham, N.C, 
He had been with the company since 
1918. 


H. J. SMITH, of Springdale, Ark, 
who was formerly in the _ insurance 
business at Tulsa, died at Spring- 
dale after a long illness. He was the 
father of Horace R. Smith, superin- 
tendent of agencies of Connecticut 
Mutual Life, and Emmet M. Smith, 
regional manager at Houston fo 
Franklin life. An older son, Clayton 
N. Smith of Houston, was formerly in 


the life insurance business in Tulsa 
and Houston. 
EUGENE L. BREEN, 64, brokers 


service division manager at the New 
York office of Aetna Life, died. Mr. 
Breen, who served for many years 4& 
Aetna’s unofficial host at New York 
City, was known to thousands in the 
Aetna Life organization throughout 
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SAS CITY 6. MO.—605 Coiumbia Bank 
Bldg., Tel. iin mo 2-9157. 
Resident Man 
MINNEAPOL 18 2, MINN.—1038 Northwestern 
Bank Bldg., Tel. Main 5417. Howard J. Meyer, 
Northwestern a ne 
NEW YORK 38, N. ¥.—99 John Street, Room 
1103, Tel. Beekman 3-3958. J. T. Curtin and 
Clarence W. Hammel, New York Managers. 
NEWARK 2, N. J.—10 Commerce Ct., Tel. 
Mitchel! 2-1306. John F. McCormick, Resident 
Manager. 


William J. Gessing, 
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the country. He joined Aetna in 1917 
and after field experience was assigned 
to the New York office where he or- 
ganized the fire brokerage service de- 
partment and became manager of 
prokers’ service division. In later years 
Mr. Breen devoted increasing time to 
his role as host to company officials 
and Aetna representatives visiting 
New York city. In this capacity his 
acquaintance grew to include such 
personalities as Jim Farley, Fritz 
Kreisler, and late Al Smith and Jimmy 


Walker. 
-_ 


BENJAMIN G. HARRISON, a di- 
rector and retired vice-president 
and treasurer of 
Franklin Life, died 
this week of a 
heart attack in 
Memorial hospital, 
Springfield, Il. He 
was stricken at his 
home and died 
about 142 hours 
after he was re- 
moved to the hos- 
pital. Mr. Harri- 
son, 67, had been 
under a _ doctor’s 
care for a heart 
condition for some time. He had re- 
tired from active duty in 1954. 

Mr. Harrison was once the mayor of 
his native St. Francis, Kan., and vice- 
president of Great American Life of 
San Antonio before joining Franklin 
Life. He was named a vice-president in 


1948. 


MRS. FRANK W. BLAND, whose 
husband is western United States 
manager for Canada Life, died iat San 
Francisco. Mr. Bland for many years 
was Pacific Coast manager of the Na- 
tional Underwriter Co. 





B. G. Harrison 


DAMON H. KENT, 53, general agent 
of Kansas City Life at Indianapolis 
since 1950, and his 14-year-old son, 
Robert E. Kent, died after an auto- 
mobile collision near Goshen, Ind., 
while enroute to a nearby lake for an 
outing. Mr. Kent’s wife, Rosemary, 
was critically hurt, while a four-year- 
old son, David, escaped serious injury. 
Mr. Kent lived for an hour after the 
crash. The occupant of the other auto 
also was killed. Mr. Kent, who had 
been agent for three years prior to his 
appointment as general agent, con- 
tinued as a leading personal producer 
and qualified eight times for the Presi- 
dent’s Club, top honor group. 


FREDERIC A. C. TOCQUE, 72, wtih 
Berkshire Life at Chicago from 1932 
to 1955, died in Daytona Beach, Fla. 
Mr. Tocque had moved to Ormond 
Beach, Fla., in 1955 where he con- 
tinued in the life business, writing 
primarily for Berkshire Life. 


WALTER O. LANDES, 38, with 
Union National Life at Billings, Okla., 
for two years, died. 








Travelers Names Nine 


Travelers has appointed Stanley D. 

Smith Jr., Charleston, W. Va.; Roger 
Cote, Montreal; Paul L. Yoder, South 
Bend, and John R. Krause, Seattle, 
field supervisors in life and A&S. Ed- 
ward D. Ballantine Jr., field supervisor 
at Chicago, has been trzasferred to 
Evanston. 
_Named agency service representa- 
tives were Donald & Laughlin Jr., 
Boston; Terrence M. .teeves Jr., Pitts- 
burgh; William Rk. Lysinger, Provi- 
dence, and Robert J. Hatter Jr., Okla- 
homa City. 





Newly remodeled quarters of New 
York Life at Tacoma, Wash., have been 
opened in the Rust building. Clifford 

. Edvards is manager. 


Three in New Posis 
at Provident Mutual 


Provident Mutual Life has made 
changes in the responsibilities of these 
members of the agency division: 

Robert A. Adams has been named 
supervisor, public relations and will 
be in the office of the executive vice- 
president, James H. Cowles, where he 
will coordinate planning and execu- 
tion of public relations. Mr. Adams, 
with the company for seven years has, 
been in charge of general advertising 
and direct mail operations. 

William E. Reimer Jr. has been ap- 
pointed group assistant—sales promo- 
tion and will work with Charles E. 
Probst, manager of the new group de- 
partment. Mr. Reimer will be in charge 
of all phases of sales promotion for 
group. With the company since 1948, 
he has been editor of agency publica- 
tions and was in charge of sales pro- 
motion. 

J. Stinson Scott has been appointed 
supervisor, agency publications and 
sales promotion and will work with 
Lewis C. Sprague, vice-president and 
manager of agencies. He will edit agen- 
cy publications and be in charge of 
ordinary sales promotion, including di- 
rect mail. Mr. Scott, a former general 
agent, has been with the company 35 
years. 


La. Separation Moves 


A senate committee in Louisiana 
has unanimously approved a bill sep- 
arating the post of insurance commis- 
sioner from that of. secretary of state. 
The combined position currently is 
held by Wade O. Martin Jr. 





Occidental Group Awards 


Lee W. Hunt, Los Angeles regional 
group manager for Occidental Life of 
California, won top honors in the com- 
pany’s second annual group achieve- 
ment awards competition. He was 
presented with Occidental’s quality 
award plaque for outstanding perform- 
ance in 1955 in all phases of group 
sales and service. Winners of plaques 
for the company’s northern and south- 


ern divisions were regional managers 
Maurice Machanich, Cleveland, and 
William Barrows, Kansas City. Merit 
award certificates were presented to 
Managers Lester Van Swearingen, Los 
Angeles, Allen Creitz, Chicago, and 
John Huber, Cincinnati. 


N. Y. Life Promotes 3 


New York Life has appointed Rich- 
ard F. Fahrner assistant underwriter 
in the life underwirter’s department. 
He has been in the insurance research 
department since 1953. 

William C. Lutz, mortgage loan su- 
pervisor at Seattle since 1953, has been 
promoted to supervisor of field opera- 
tions in the real estate and mortgage 
loan department. He joined the com- 
pany in 1926. 

Robert N. Gould, appraiser in loan 
department at Los Angeles since 1951, 
succeeds Mr. Lutz at Seattle. He has 
been with the company since 1950. 


Cannell Quits as Union Nat'] V-P 
Raymond D. Cannell resigned as 
agency vice-president of Union Na- 
tional Life, effective June 1. Mr. Can- 
nell had announced previously that he 
intended to retire from active service 
Feb. 1 1957. George Milne is replacing 
Mr. Cannell as agency vice-president. 











Walker Agency Moves 


to Cincinnati Suburb 

CINCINNATI—The Roe Walker 
agency of Northwestern Mutual Life, 
one of this city’s largest and oldest, 
is the latest to join the trend in mov- 
ing out of the congested downtown 
business district into the suburbs. Mr. 
Walker, who was superintendent of 
agencies for Northwestern Mutual - 
when he was appointed general agent 
here two years ago, purchased the for- 
mer Lunkenheimer home in Walnut 
Hills at 213 Luray avenue which has 
been completely remodeled for agency 
headquarters. D. C. Slichter, vice- 
president, and Grant L. Hill, vice-pres- 
ident and director of agencies, were on 
hand for the formal opening. 

The building provides 6,000 square 
feet of space on three floors, with 
ample room for expansion, and con- 
tains 25 offices, a meeting room seat- 
ing 30, a conference room, a dining- 
lounge area with completely equipped 
kitchen, and a caretaker’s apartment. 
It is entirely air-conditioned. The 
parking area, which may be expanded, 
has space for 18 cars. 





Progress in the field... 


keep abreast of the trend. 


MONUMENTAL LIFE 
INSURANCE COMPANY 


CHARTERED 1858 
Home Office @ Baltimore, Md. 





As the life insurance industry progresses, Monumental fieldmen 


Modern policies, our training classes and our scholarship plan 
for L.U.T.C. courses are part of a farsighted program to improve 
our fieldmen’s opportunities. Service to our policyholders and 
insuring public is up to date with Monumental. 
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THE MACCABEES 


-a Lyfe Insurance Society “Ul 


The Maccabees Building ¢ Detroit 2, Michigan 


Maccabees Agent 





He’ll 
“GO GLACIER 


py ae 


Agent is preparing to qualify for 


an all-expense-paid trip to The Maccabees 1957 Sales 
Convention at Glacier National Park in the Montana 
Rockies. « When he ‘Goes Glacier in 57,” he’ll stay 


Glacier Hotel during convention 


days, June 17-21. He’ll have time to take in the 
recreational and sight-seeing opportunities this beautiful 
locale offers, as well as participate in all the 
convention activities. « If you’d like to “‘Go Glacier in 


Robert O. Shepler, Field Director. 


JS ‘ 
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FteNATIONAL UNDERWRITER June 15, 1956 


Honolulu Agents Win 
Pacific National ‘Cup’ 


William Y. Horie and Walter 7 
Takiguchi, co-general agents at the 
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Rates—$20 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit—40 words per Mid-Pacific agemey of Honolulu for Pa. 
inch. Deadline 5 P. M. Friday in Chicago office—175 W. Jackson Blvd. Individuals placing ads are requested cific National Life, are winners of the M 
to make payment in advance. company’s President Cup for 1955, Re 
THE NATIONAL UNDERWRITER—LIFE EDITION Official presentation of the cup wij 
be made at the annual convention og Ai 
Princess Kaiulani hotel, Waikiki Bea | ye 
Herve’. The Mid-Pacific cup winnes | cr 
wi e resident hosts to Pacific Na. | om 
SALES PROMOTION DIRECTOR De EE tional representatives at the conver, | we 
William Y. Horie, left, and Walter “= —— pcreayeneed sine vic 
T. Takiguchi, Honolulu co-general onventioneers wlll assemble at Los | Ser 
PAN-AMERICAN LIFE INSURANCE COMPANY of New agents for Pacific National Life, are “"8¢les and San Francisco June 17 fq | fir: 
Orleans has an opening in the Home Office for an experienced Sales winners of the company’s 1955 presi- seostinecietiae, tach ont 1 jr 
. . . dent’s cup. The cup will be presented ite ; ’ Clude me 
Promotion man to head an established department as Director. io: thw daen-made antes tee ane a sightseeing tour of Cahn, a bad mo 
; : oi Saal P - e arbor and a to 
Here's an opportunity for a man to step into a top position — IS Te a RE ee eed, “a bee 
with a sound, fast growing mutual company that is rapidly approach- ; The President’s cup is presented an. | apy 
ing the Billion Dollar mark in Insurance In Force. — — Pos = pe , Pte: Ma 
r production, renew. | ‘tha 
; chai tad HOME OFFICE OPPORTUNITY ; 
You will be locating in a beautiful city, famous for its con- (for Washington, D. C. area) ps gs veins ———. oxeell oe 
. . . . . ’ a : 
geniality and possessing a wonderful climate, excellent educational Constant growth of this progressive, young : 1) oh . f k ae os 
~ tae a a Company has created an attractive career op- in all phases of agency work. fact 
and recreational facilities, with an abundance of in town and sub- ortunity for an outstanding young man with at rep 
° ° east several years experience in Life Insurance 
urban residential areas. home office operations. Mutual Names Sileo to how 
. We seek a college trained man with experi- e hos, 
If you have a proven record, evidence of creative ideas and ence in any of the following: policy dratting | Sales Promotion Post er t 
‘ ; : ' , ‘ kontianry life and a & h); negotiating policy T 
sales personality, send a résumé and picture, in confidence to: approvals; intermediate actuarial work; writing Mutual of New York has appointed 
“ae agency development and Alfred D. Sileo sales promotion aS a di 
sa e . . ° e 
; , ; — ; ; sistant with principal responsibilities mer 
Vice-President & Agency Director aoa a an & oon >. 2 | in such special markets as group, A&§ | 195! 
Pan-American Life Insurance Company conservatively managed company. Salary com- and brokerage. of c 
mensurate with experience and ability; excellent Mr. Sileo entered the business with in l 
P. O. Box 219 benefits program. be scaler oie _ Fe Pay and four U 
+e Apply in confidence, by letter including years later joine . S. Life as sales 
New Orleans, Louisiana resume to: promotion manager. He has been sales pi 
Director of Employment a of Guardian Life beng 
p ear. 
GOVERNMENT EMPLOYEES and 
LIFE INSURANCE COMPANY Herman A. Knochenmus retired they 
14th and L Street, NW, Washington 5, D.c. | June 1 as cashier of American United | ecut: 
WwW NTED Life after 62 years with the company, tices 
A C.I.C 
SALES AND MANAGEMENT TRAINER OPPORTUNITY IN THE rs 
their 
, ? SOUTH CAROLIN 
One of Massachusetts’ finest, oldest and best established Life Insurance . . - 
: E ; és : i Long established South Carolina General UNITY LIFE P 
Companies offering a complete line of Life, Accident and Sickness and Aaency for multi-billion dollar company han- DENT TO 
oaae dling both life and H&A insurance has oppor- 
—— aes mar a good Sales and Management Training man sae tec anmieaah iis Geena aoe a INSURANCE ASSOCIATION to I 
to help staff its Sales Department. tween the ages of 30 and 45 to head up life Al 
gh : ° ; ee department. 

This is an excellent opportunity for a qualified man to show his ability, _ Man selected will be responsible for promot- ae 
because at present no formal Sales or Management Training Plan exists ing and supervising our present sales stofl, os Insures cond 
pie } | f th f + d th well as orienting already established recruiting 

ut plans tor the tuture comman em. and field training program for new men. In . leged 
A , return he will receive: The Whole Family grou} 

Salary will be no problem for the right man. |. Substantial salary plus bonus (mig: 
' s : 2. Expenses . Wh 

Qualifications: Age—under 45; married; college degree; obvious 3. A new car Unity agents are equipped justif 
success background. This is a last change career opportunity for Comr 

‘ , ; . qualified sincere —. with ambition. Re- to serve every need for per- it ap 
Replies will be kept confidential. Address Box M-90, c/o The National Oh Ee ee li ‘ pee 
Underwriter Co., 175 W. Jackson Blvd., Chicago 4, Ill. realy gp Bo ange Temgeigony om, sonal insurance. Juvenile = . 
policies our specialty. write 
ceros 
GROWING CALIFORNIA COMPANY ° “ee 
Has two openings for men to develop monthly E. R. DEMING L. J. BAYLEY . 
EXPERIENCED PLANNER 
debit systems in Los Angeles County. If you President Secretary —_ 
. ‘ P ‘ " have proven sales ability and seek a career op- 
Large midwestern life insurance company with record of rapid, steady sniteaite wtih « tap exulensh, anneun dedlien HOME OFFICE — SYRACUSE, N. Y. 
growth offers immediate opportunity for experienced life insurance pay, plus commission, plus bonus, plus liberal ms; 
methods and planning man as chief assistant to planning manager. Prefer company Gqneits, pls © cheney te werk into fs 
. . . “ management—then, for a prompt confidential “ 
an applicant 30 to 40 years old with at least 5 years experience who is interview send a complete resume at once to MANAGEME Ki 
capable of immediate production in methods, procedures, forms control, Box M-93, The National Underwriter Co., 175 W. NT : 
etc. Electronic data processing background helpful but not essential. aN SINE... KEN Se: CONSULTANTS, . 
This opening is for a man who wants to make a lifetime connection with 
good earnings, generous fringe benefits, and real opportunity for ad- Where avaltahte 4 4. ¥.. 7 0. @.—T ’ 
vancement. Box M-97, c/o The National Underwriter Co., 175 W. odin ace, Wamerrcons to gnmeeel genterian Sita 
Jackson Blvd , Chicago 4. Mil credit life and A&S field. Young and seeking *A new 
° ’ . posit! | t ith lif i 
or A&S company in New York or New Orleans To Insurance Companies “LOSS 
area. Write Box NY-45, Advertising Dept., c/o Established 1945 accide 
The National Underwriter Co., 99 John St., New P. O. Box 101 Queens Village, N. Y *WRIT 
York 38, N. Y. Phone — Hollis 4-0942 highly 
AGENCY MANAGERS WANTED FLORIDA ACTUARY 
TO spearhead expansion program of one of na- A going G I ; i i BOWLES, ANDREWS & TOWNE 
tion's top fifteen life ¢ ies, 26 OS aS going General Agency available in beautiful 25 years experience covering most phases of ACTUARIES 
wil ke eaade thie year in U's onl Ganede Fort Lauderdale. Complete line of life and Home Office Life insurance operations. Want 
Prompt, confidential Interviews will be gronted annuity contracts, top commissions, Home Office definite opportunity for advancement in sound Insurance Company 
quelified applicants. Send complete résumé to: cooperation. A real opportunity. Write Box M- But will cc eet ont de coun 
Box #K-23, The National Underwriter Co., 175 W 95, c/o The National Underwriter Co., 175 W. nine will er: 3 pest Society examination. Management Consultants 
Jackson Bivd., Chicago 4, Illinois. Jackson Blvd., Chicago 4, Ill. tag: Sag Tighe <onelh iy oage RICHMOND ATLANTA NEW YORK 
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ACCIDENT & SICKNESS 





Michigan Blue Cross 
Reports Deficit: Hint 


Another Increase 

LANSING—Hints of a possible new 
request for a rate increase by Blue 
Cross-Blue Shield in Michigan were 
embodied in a report during the past 
week by William S. McNary, executive 
vice-president of Michigan Hospital 
Service, disclosing a deficit for the 
first quarter of 1956 amounting to 
$637,000, paid out of reserves. Pay- 
ments by Blue Cross in the first three 
months ran 21% higher than for the 
same 1955 period, it was noted. 

Commissioner Joseph A. Navarre 
approved a 15% rate increase effective 
March 1 although an increase of more 
than 20% had been asked. McNary 
ronceded the size of the deficit prob- 
ably was accounted for largely by the 
fact that in two of the three months 
reported old rates prevailed. He said, 
however, that the current cost per 
hospital case is running $190, $11 high- 
er than at the same time last year. 

Two encouraging signs were noted, 
a drop in the admission rate per 1,000 
members in March by 3.4 from the 
1955 rate and a cut in average days 
of care per 1,000 members from 1,179 
in 1955 to 1,161. 

Urited Automobile Workers—C.I.O. 
executives, led by Walter P. Reuther, 
their president, have been bitter crit- 
ics ¢f present Blue Cross operations 
and ‘the upward trend in costs which 
they have attributed to a lack of ex- 
ecutive effort to eliminate bad prac- 
tices and abuse of the services. Some 
C.I.O. locals have been attempting to 
orgarize a hospitalization company of 
their own. 





Probe Illegal Group Sale 


to Mexican Laborers in Tex. 


AUSTIN—Joseph Moore, chief of 
the agency securities division of Texas 
Board of Insurance Commissioners, is 
conducting an investigation into al- 
leged illegal practices in the sale of 
group coverages to Mexican braceros 
(migrant workers). 

While present evidence does not 
justify the filing of any complaint, 
Commissioner J. Byron Saunders said 
it appeared that “some cotton grow- 
ers associations and certain other peo- 
ple” have made a practice of obtain- 
ing power of attorney from farmers to 
write coverage for the time the bra- 
ceros are in this country, accepting the 
business on a credit basis. 

The investigation covers the entire 


Mexican border, being centered in the 
lower Rio Grande valley area. The 
probe was undertaken after receipt of 
reports from representatives of the 
U. S. Department of Labor. 


Guarantee Mutual Sales 
for Life, A&S, Up in May 


Guarantee Mutual Life in May reg- 
istered Life and A&S gains of 37% 
and 40% respectively over May of last 
year. May marked the 5th consecutive 
month that the company had gains 
over the same period of the previous 
year. The five-months gain for life 
business is 18.9%, for A&S 30%. The 
Knutson agency of Portland, Ore., is 
the leading agency for May, and R. A. 
Anwiler of Minneapolis was the lead- 
ing agent. 


LIA Names A&S Statistician 

Life Insurance Assn. of America has 
appointed Miss Sally K. Church health 
insurance statistician in charge of all 
statistical studies in the A&S area, 
effective June 18. 

Miss Church has been a statistician 
and administrative assistant in the bal- 
ance of payments division of Federal 
Reserve bank of New York since 1947. 
She previously was a property ana- 
lyst in the War department’s office 
of civil property custodian in Tokyo. 


Archer Heads Great-West A&S 

A. K. Archer, formerly A&S_ as- 
sistant, has been promoted to A&S sec- 
retary of Great-West Life. As general 
administrator of the company’s A&S 
department, he assumes the responsi- 
bilities of E. R. Brock, former A&S 
superintendent, who retired in May. 
Mr. Archer, an associate of Society of 
Actuaries, joined the company in 1950. 


Des Moines A&S Agents Elect Allen 


DES MOINES—Robert K. Allen, 
assistant manager for Connecticut Gen- 
eral Life, has been elected president of 
Des Moines A&H Underwriters Assn., 
succeeding Byron Hart, Pacific Mut- 
ual Life. Other new officers are Paul 
O. Grodt, Travelers, vice president, 
and Mrs. Maye C. Bradley, Pacific 
Mutual Life, secretary-treasurer. 

















Wisconsin A&S Sales Congress 

West Central Wisconsin A.&H. Un- 
derwriters Assn. held a one-day sales 
congress at La Crosse. Members of 
Northwest Wisconsin association, Eau 
Claire, were guests. 





Probate Judge Roscoe R. Walcutt of 
Columbus, O., discussed federal and 
state controls of insurance at a meet- 
ing of Columbus A&H Underwriters 
Assn. 








GUARANTEED RENEWABLE 


*A new Midland policy offering INCOME PROTECTION against total disability 


due to SICKNESS as well as accident. 


*LOSS OF TIME benefits payable to AGE 65, normal retirement age, for either 


accident or sickness. 


*WRITE for full information today—This is but one of a complete portfolio of 
highly competitive A&S and life contracts offering liberal commissions. 


WRITE H. SMITH HAGAN, PRESIDENT 


MIDLAND NATIONAL 


Life Insurance Company 


: WATERTOWN, SOUTH DAKOTA 
Licensed in Hlinois, 14 states West of the Mississippi River 


and Alaska. 


TO AGE 65 

















Write for details. 





Stop Wishing 






It’s time to start doing something about it . . . if you want 
to get somewhere as a successful career underwriter. So, 
if you're ambitious and qualify, The State Life can help 
you build profitably for the future. Excellent agency oppor- 
tunities now available. Liberal contracts, thorough train- 
ing, and a complete line of modern, low-cost policies add 
up to a helpful program that will enable you to get ahead. 


Dint H. Lucus— Director of Agencies 


The 
STATE LIFE 


Insurance Company 
Indianapolis 


A MUTUAL COMPANY FOUNDED 1894 











ACTUARIES 








Il 


CALIFORNIA 


IND. & NEB. 








COATES, HERFURTH & 
ENGLAND 


Consulting Actuaries 


San Francisco Denver Los Angeles | 














GA. VA.-N.Y. 








BOWLES, ANDREWS & TOWNE | 
ACTUARIES 


| Insurance Company | 
| Management Consultants 


| RICHMOND ATLANTA NEW YORK | 














ILLINOIS 








CARL A. TIFFANY & CO. 
CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 
Telephone CEntral 6-1288 














Harry S. Tressel & Associates 
Consulting Actuaries 
10 S. LaSalle St., Chicago 3, Illinois 
Telephone FRanklin 2-4020 


Harry S. Tressel, M.A.1.A. W. P. Kell 
M. Wolfman, F.S.A. A. Selwoo 
M. A. Moscovitch, A.S.A. M. Kazakoft 
D. Sneed L. Miler 











! 
| 
Haight. Davis & Haight, Inc. | 
Consulting Actuaries | 

| ARTHUR M. HAIGHT, President | 
| 

| 


Indianapolis - Omaha 














MISSOURI 


NELSON and WARREN 
Consulting Actuaries | 
Pension Consultants 


_ST. LOUIS KANSAS CITY | 




















NEW YORK 








Consulting Actuaries 
Auditors and Accountants 


Wolfe, Coreoran & Linder | 
116 John Street, New York, N. Y. 

















OKLAHOMA 


W. J. BARR 
CONSULTING ACTUARY 


Classen Terrace Building 
1411 Classen Blvd. 
Oklahoma City 6, Oklahoma 


























PENNSYLVANIA 








CHASE CONOVER & CO. | 
Consulting Actuaries 
and Insurance Accountants 


Telephone WAbash 2-3575 


| 
| 








332 S. Michigan Ave. Chicago 4, Ill. | 











FRANK M. SPEAKMAN | 
CONSULTING ACTUARY 


| ASSOCIATE 
| E. P. Higgins 
| THE BOURSE PHILADELPHIA 
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Final Version of FTC Ad&S 
Rules Is Promulgated 


(CONTINUED FROM PAGE 1) 
tain benefits in addition to other ben- 
efits when such is not the fact. 

In the preliminary version, rule 5 
read: 

“It is an unfair trade practice for 
an insurer to fail to disclose in any 
advertisement the information § re- 
quired by these rules conspicuously 
and prominently, and in sufficiently 
close conjunction with the statement 
or representation to which such re- 
quired information relates as will re- 
lieve the representation of deception 
or the capacity to deceive, or to min- 
imize or represent such required in- 
formation in an ambiguous fashion or 
intermingle it with the context of the 
advertising so as to be confusing or 
misleading.” 

The final version ends with the 
words “capacity to deceive.” Rule 14 
in the earlier version banned adver- 
tising which said “that an insurer or 
a policy or advertisement thereof has 
been approved by or an insurer’s fi- 
nancial condition has been examined 


and found to be satisfactory by any 
governmental agency unless such is 
the fact.” 

The final version substitutes: “That 
an insurer or any policy or advertise- 
ment thereof has been approved by 
any governmental agency or depart- 
ment unless such is the fact.” 

There are some other editorial chang- 
es but except for them and the changes 
already described the final version is 
the same as the preliminary text. 





Provident Mutual Sales 
Break Records in May 


Provident Mutual Life sales in May 
set a new record for that month and 
made it the fourth consecutive month 
in which they exceeded any corres- 
ponding previous month. May was the 
13th consecutive plus month in which 
sales surpassed that of the correspond- 
ing month of the preceding year. 





T. Coleman Andrews, former inter- 
nal revenue commissioner and now 
chairman of American Fidelity & 
Casualty of Richmond, will address 
a luncheon of Chicago CLU chapter 
June 21 at the Morrison hotel. His 
topic will be “Federal Taxes and You.” 














- 
eo 











their ordinary sales. 





HAVE STATE MUTUAL UNDERWRITERS 
TAKEN TO NON-CAN S & A SELLING? 


Like youngsters to a swimming hole! Million dollar pro- 
ducers as well as new men substantially increased their 1955 
earnings by integrating our non-cancellable, guaranteed con- 
tinuable, level premium sickness and accident coverages with 


These added S & A commissions are only part of the 
picture. Our field men are discovering that accident and dis- 
ability insurance go hand in hand with ordinary life insurance. 
Often what began as a strictly S & A approach develops into 
a lifesale. In many instances clients are buying both types of 
protection during the same interview on a single application. 

Our non-can line of disability, hospital, surgical and de- 
pendent coverages is liberal, complete and competitive, mak- 
ing it easier for our field representatives to take the plunge 
into successful and financially rewarding S & A selling. 


STATE:-MUTWAL-LIFE 
AAULAIICE & 


OF WORCESTER, needy pc’ MR 








¥% 








Hancock Sets up 
New Department 


John Hancock has transferred its 
group annuity division from the actu- 
arial department to the group under- 





Morris Pike E. A. Green 


writing and research department. This 
consolidates the actuarial, administra- 
tive and underwriting functions of the 
group annuity branch into a single 
new department known as the group 
actuarial and underwriting depart- 
ment. 
o +. e 

Vice-president Edward A. Green is 
in charge. Arthur G. Weaver, director 
of group research, has been given the 
new title of associate group actuary. 

Actuarial operations and responsi- 
bilities have been realigned, with vice- 
president Morris Pike assuming in- 
creased responsibility in the over-all 
direction of the actuarial department. 
John M. Boermeester and John O. 
Prouty, associate actuaries, have as- 
sumed new duties. Alexander Mc- 
Donald, has been promoted from 
administrative assistant to director of 
administration. 


Philadelphia Attains 
$300 Million in Force 


Philadelphia Life has attained $300 
million of insurance in force. The 
mark was reached as the result of a 
record month in May when President 
William Elliott was honored on his 
birthday. 

May sales were up 18% and up 53% 
from the previous month. It was the 
50th in successive record breaking 
months. The company reached the 
$250 million mark a year ago. 





New York Life Names 


McMahon at Burlington 


New York Life has appointed R. 
James McMahon manager at Burling- 
ton, Vt. 

Mr. McMahon, who has been north- 
eastern division training supervisor, 
joined the company at Binghamton, 
N.Y., in 1950 and was advanced to 
assistant manager in 1953. 


Great-West Opens Group 
Office in Halifax, N.S. 


Great-West has opened a new group 
office at Halifax, N.S., and named 
John A. Faux supervisor. Mr. Faux, 
who joined the company in 1950 at 
Toronto as a group representative, will 
direct the company’s group activities 
in Nova Scotia, New Brunswick and 
Prince Edward Island. 








Harsh Managing Occidental 
Branch at Ottawa, Ont. 

Ernest R. Harsh, assistant manager at 
Toronto for Occidental Life of Califor- 
nia, has been named manager of a new 
branch at Ottawa, Ont. He formerly 
was with Western Life and Metropoli- 
tan Life at Toronto. 





Okla. Underwriters Elect 

Oklahoma Home Office Life Under- 
writers Assn. has elected Howard 
Austin, Mid-America Life of Okla- 
homa City, president; Miss Lenore 


—=_ 


Carr, Globe Life & Accident of Okj. 
homa City, vice-president, member. 
ship and programs; Mrs. Charlot 
Mize, Beacon Life of Oklahoma City, 
secretary, and M. S. Cooter, Home 
State Life of Oklahoma City., publicity 
director. 


39% of NALU Members 
in Business 10 Years 


Thirty-nine percent of the 65,00) 
members of National Assn. of Life Up. 
derwriters have been in the busines 
at least 10 years, 32% have been with 
their present company more than 1 
years, 80% own their homes and 99% 
have a car. 

These percentages were Tevealej 
in a NALU survey of 1,000 men and 
women members as a representatiys 
cross section. Forty-four percent have 
been in the business three to 10 year 
and 17% less than three years. Forty. 
five percent have been with thei 
companies three to 10 years, and 239, 
less than three years. y 








Ryan Heads Peoria Agency 
for Equitable of Iowa 


Harold F. Ryan, formerly with Pr. 
dential and Aetna Life, has bee 
ae named Equitable 
Life of Iowa gen. 
eral agent at Pe. 
oria, Ill. sue. 
ceeding W. R 
Deatherage why 
has resigned to re. 
turn to personal 
production in Pe. 
oria. Mr. Deather. 
age, with the con. 
pany since 1933 






i gee has been Peoria 
Be. general agent 
Harold F. Ryan since 1950. 





Medical Research Fund 
Awards $960,340 in Aid 


Life Insurance Medical Research 
Fund has awarded $960,340 in grant 
and fellowships to help research o 
heart disease this year, bringing totd 
contributions to $8,161,170 since the 
fund was organized in 1945. 


Travelers Names Three 


Travelers has promoted W. P. Noble 
to assistant agency secretary and aé- 
vanced F. R. Christie and Merton E. 
Crook to chief supervisors of the agen- 
cy and agency statistical divisions, re- 
spectively, all in the agency secretary’ 
department. 

Mr. Noble joined the agency statis- 
tical division in 1928 and _ has been 
chief supervisor of the agency secre- 
tary’s department since 1950. Mr. 
Christie joined the company in 1920 
and Mr. Crook in 1925. They have 
been assistant chief supervisors of the 
department since 1950. 





Publish New Handbook for 
Northern Cal. and Nevada 


A new hand-book of Northem 
California and Nevada has beet 
published by The National Un- 
derwriter Co. It provides complete 
and up-to-date information 
agencies, brokers, companies, field 
men, general agents, groups 
orther organizations affiliated with 
insurance throughout Northern Cal- 
ifornia and Nevada. The dividins 
line in California is at Kern and 
San Luis Obispo counties. Another 
hand-book covering Southern Cali- 
fornia and Arizona will also be 
published in August. Copies of both 
hand-books may be ordered from 
The National Underwriter Co., 420 
East Fourth street, Cincinnati, % 
Ohio. The price is $15 for each book. 


— 
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OPPORTUNITY 


ST. 
PAUL 


FOR THE MAN READY FOR 
GENERAL AGENT SUCCESS 





Business is good—and prospects for the future are all 
favorable in the rapidly growing key market area of 
St. Paul. Currently, we have an opening available for 
the right kind of high type man ready for General Agent 
advancement. If you are ready for a career with one of 
America’s fastest growing companies—then write us 
today. National Reserve Life has passed the one hun- 
dred ninety million dollar mark of Insurance In Force 
and is moving rapidly forward in a dynamic expansion 
program from the Territory of Hawaii... from Cali- 
fornia to Florida. 


Your inquiry will be treated with complete confidence 
—so don’t delay, but act now, because St. Paul offers a 
dazzling opportunity for profitable reward to the right 
man who joins our company in this key area! 


H. O. CHAPMAN, Pres., 
S. H. WITMER, Chm. of the Board 


RESERVE 


NATIONAL 
LIFE INSURANCE COMPANY 


TOPEKA e SIOUX FALLS 


Strong as the Strongest 
ENDURING AS RUSHMORE 





"on target of public demand” plans 
The sales record proves the point 


@ PREFERRED 99 PLAN—a low-cost, high cash- value protection. 
(One third of sales currently on this plan.) 


@ NON-CAN plans and Major Medical. Complete line of Loss of 
Time and Hospital and Surgical policies. With the industry's 
newest features and provisions. 


@ ANICO CO-OP PENSION PLAN 
* Designed for the small employee group. 
* Priced for the small employee group. 


@ SPECIAL MTG. PLAN—covers death or temporary disability. 
Something new in this big field. 


@ Complete Sub-Standard consideration. Franchise. Bank Draft. 


Leadership in Merchandise is part of the answer to ANICO 
tripling its size in ten years. Such growth develops room for 
more to share in future growth... 

REPRESENTATIVES @ BROKERS e@ SPECIAL BROKERS 


Openings everywhere in 38 states 
@ 


Inquiries about these or other openings for those 
with special qualifications and experience will receive 
prompt attention and answer. For information address: 


COORDINATOR OF SALES 


Pe AMERICAN NATIONAL 
ps INSURANCE Co. 


GALVESTON, TEXAS 





OVER 3% BILLIONS OF INSURANCE IN FORCE 

























A Note of Appreciation 


Every day this year has brought us new opportunities to 
serve the life insurance field in ways far beyond ordinary 
significance. The reasons are too numerous to mention in 
this brief note. However, we have noted with considerable 
pride, and with deep appreciation, that within the past 90 
days the R & R monthly Management Plans, America’s great- 
est agency building service, has added to its membership 
roster the largest number of new members in the 42-year 
history of our organization. 

We welcome correspondence from agency managers and 
home office agency executives who are interested in knowing 
the numerous ways in which this well-known service can 
be helpful and profitable to them. 





















iat ARE YOU ON THE 
| OUTSIDE LOOKING IN? 


: , This year, qualified agents of 
S NON-CONTRIBUTORY RETIREME 





tioning in Hawaii. Wouldn't you like 
to include such agency plans in your 
future? Open the door to a Pacific 
National Life general agent career 
for yourself. Look at any 
agent in Pacific National Life ter- 
ritory. You'll see the advantages 
of a Pacific National Life career. 
Write to: Kenneth W. Cring, 
Vice-Pres. & Supt. of Agents. 
Get on the winning 
team now! 





Pacific National Life are conven- 
-> 








COMPLETE PORTFOLIO OF POLICIES | 








TOP COMMISSION SCHEDULE vai 








EXCELLENT SUB-STANDARD SERVICE | 








AFFILIATION WITH FAST-GROWING WESTERN COMPANY | 


m= PACIFIC NATIONAL LIFE 
ptosurance Ce. 


HOME OFFICE 411 EAST SOUTH TEMPLE - SALT LAKE CITY UTAH 
Roy H. Peterson Kenneth W. Cring 
President V.P. & Supt. of Agencies 









awa’ 




















LE ROY RADLOFF 


At year-end LeRoy Radloff 
had completed 10 full years 
with the friendly Franklin. 
In his own words, another 
10 years like the past will 
give him a high degree of 
financial independence. 
Here is a record of his 

cash earnings since 
becoming a Franklinite: 


1945 (9', months) . $ 6,629 


“Auother (0 years with 


Froukbin--and 9'00 be 
able to. retire” 


Wausau, Wisconsin 
April 4, 1956 


Mr. F. J. O’Brien, Vice President 
Franklin Life Insurance Company 
Springfield, Illinois 


Dear O’B: 


As I sit at my desk reminiscing on another inspira- 
tional trip to the Home Office, I again remind myself, 
as I have done so many times, how wonderful my 
career with the friendly Franklin has been. Having 
completed my tenth full year with our company, I 
feel qualified to be eternally grateful to President 
Becker and his associates for my present enviable 
position. 

If the good Lord will permit me to continue my 
career with the Franklin for another 10 years, I will 
certainly be financially ready to retire at the ripe old 
age of 55, or shall we say, after only 20 years of serv- 
ice. I am basing my predictions on the past 10 years 
of income, and also on the substantial estate I have 
been able to accumulate thus far. 

My home town Wausau, too, has been good to me. 
I, in turn, have acknowledged this by being an active 
member of my church, Chamber of Commerce, Ki- 
wanis Club, Elks Club, Wausau Club, Taxpayer’s 
League, Country Club, Lutheran Welfare Society, 
and Life Underwriters. In addition, I have served on 
the Y.M.C.A. and Community Chest drives for a 
number of years. 

No one except my family or another Franklin 
agent can appreciate the true meaning and value of a 
Franklin Agency franchise, I could sum it up by 
using the expression of a well-known auto manu- 
facturer ... “Ask the man who owns one.” 


Cordially, 
LeRoy Radloff 


An agent cannot long travel at a faster gait than the company he represents! 





Lhe Friendly 
RANKLIN LUE 


CHAS. E. BECKER, PRESIDENT 


Ih! INSURANCE 
L414 COMPANY 
SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 


The largest legal reserve stock life insurance company in the U.S. devoted 


exclusively to the underwriting of Ordinary and Annuity plans 


Over Two Billion Dollars of Insurance in Force 





